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UST AS A GREAT PLAY or an inspir- 
ing song needs an interpreter to 
breath life into it... a smartly styled 
shoe requires a rich, exquisitely 
finished leather to bring out the full 
beauty of its design. 


Because Tandrite Calf is such a 
leather, it’s a great favorite among 
manufacturers—who know its qual- 
ity...and among retailers—who profit 
from its customer-pleasing appeal. 
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Career women, at home or in the pro- 
fessions, know that on the feet activity 
makes a minimum of strain on their 
nervous systems if their shoes are right. 
The three models illustrated not only 
are quality-made but contain the fa- 
mous ‘Kali-sten-iks’ comfort features 
which minimize foot strain. Their 3- 
point suspension distributes weight 
properly, thus aids good posture. They 
also have the desired beauty of pattern 
detail. 





Note the size and width range, carried 
in stock the year around: a capital as- 
set in making your fitting service more 
efficient, thus worthily promoting the 
store or department's reputation the 
year ‘round! 
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The derivation of every Unishank 
insole begins with the last over 
which the shoe is to be made. 





The proper use of materials, forms and pres- 
sure is required to effectively shape this 
unmoulded unit so that it will fit the 
last accurately. 


UNISHANK 


An accurately - fitting Unishank insole is the 
foundation for subsequent good shoemaking. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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THE FOOT SLENDERIZING SHOE 





forewarned [s Forearmed 


ODAY, «thoughtful retailers everywhere are 
carefully establishing new or additional sources 
for shoes that will comply with tomorrow's demands. 


When the Office of Production Management at Wash- 

ington announces its program of simplification for 

fewer lines and styles of goods, including shoes, these 

retailers will be prepared. 

** While this condition accounts in part for the increas- 

ing number of Be//aire Dealer franchises being estab- 
WANDA lished everywhere, it is also fact that the constantly 


poate my growing demand by more and more women throughout 
the nation for the Be//aire style of comfort, arch-support- 


ing shoes is equally responsible. 
«* Bellaire styles are basic types. Yet they prove 
that smart shoes can be comfortable. . . . Bellaire 
COMFORTABLES and FOOTLOOSE Shoes, 
with low heels and medium heels, have patented air- 
cushion comfort and arch-supporting features. . .. More- 
over, FOOTLOOSE Shoes have extreme flexibility 
CADET because of our exclusive patented Footloose Process of the 


No. 1579—Mat Kid and Patent “ : ” 
AAA wD Floating Insole. 





** Remember that every active woman demands shoes 
with the 4-point features of Be//aires — shoes that look 
well, fit perfectly, wear well and are genuinely comfort- 
able. Bellaire Shoes build customer loyalty and assure 
increasing sales and profits. 


a Forewarned is forearmed! We suggest that you write 
now for our Fall 1941 catalog of in-stock styles, 


CARESS 


No. S573 — Black Crushed Kid and Patent. 
Elasticized. AAA to C 


RETAILS aT $500 





Y BELLAIRE SHOE re PORTLAND. ME. tat Foor sumocaitne s90t 


LMES, STICKNEY & WALKER. IN COMFORTABLES 
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Saratoga 


Stock No. 4512 
Turf Tan Antiqued Calf, 
2121 Last, 21/8 Heel. 
Stock No. 2512 
Black Polished Colf, 2121 
Last, 21/8 Heel. 
Sizes: AAAA 5 to 9, AAA 
4% to 9, AA 4109, A4 to 
9,82 to 9. 
Price: $4.10 


Kitty 

Stock No. 4421 
Brown Suede, with Melo Top 
Line, 817 Last, 17/8 Heel. 
Sizes: AAAA 5 to 9, AAA 4'4 
to 9, AA 4t09,A4109,8 2 
to 9. 

Price: $4.10 


October if, 194! 


Stock No. 4520 
Golden Tobacco Calf, 2517 
Last, 17/8 Heel. 

Sizes: AAAA 5 to 9, AAA 442 
to 9, AA 410 9,A4to9,B 2 
to 9. 

Price: $4.10 


Cha 


Stock No. 4423 
Brown Suede, with Golden 
Tobacco Calf Trim, 3017 Lost, 
17/8 Heel. 

Stock No. 2423 
Black Suede, with Black Calf 
Trim, 3017 Last, 17/8 Heel. 
Sizes: AAAA 5 to 9, AAA 442 
to 9, AA 4t09,A4to9,B 2 
to 9. 

Price: $4.10 


° eahif! 


Black Suede Open Toe Tango, 
1422 Lost, 22/8 Heel. 

Stock No. 4417 
Brown Suede Open Toe Tango, 
1422 Last, 22/8 Heel. 

Stock No. 2217 
Black Patent Leather Open Toe 
Tango, 1422 Last, 22/8 Heei. 
Sizes: AAAAA 6 to 9, AAAA 5 
to 9, AAA 4% to 9, AA 4 to 9, 
A 4 to 9,8 2 to 9. 

Price: $3.75 + $3.60 





THERE’S PROTECTION IN PERFECTION 


Matched Pairs created with Celastic box toes have smooth, 
even tip lines — toe character that is true to the lines of 
the last. 


Style Protection is positive because style interpretation is accu- 
rate. Firm but flexible side walls are formed when lining, box 
toe and doubler are fused into a single structural unit. 


Customer Protection is assured because toe comfort and trim 
toe lines remain from the first to final wearing. The comfort and 
style protection in Matched Pairs makes it easier to bid for more 
business from satisfied customers. 


UNITED SHOE MACHINERY CORPORATION 


' BOSTON, MASSACHUSETTS 
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“I BELIEVE IN COMFORT...ELASTICIZING HAS 
MADE IT POSSIBLE AS NEVER BEFORE,” said 

Carmel Snow, Editor of Harper’s Bazaar, in her address 
entitled, “Trends In Shoe Fashions Looking Towards 
Spring,” delivered before the Style Conference of the 


= = | 
National Shoe Retailers Association at the Waldorf- yy , { /, 
Astoria Hotel, New York City, on September 15, 1941. | K( '\/ @ A 
iw |e 4 \ \ 
ir 
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The famous fashion authority has hit the nail squarely 
on the head! While the stretch technique of “Lastex” 
yarn has revolutionized shoe fashions by simplifying 
styles and silhouettes, its basic purpose always has been 
and still is—to give women comfortable, well-fitted, non- ¢ r pt 
binding and non-pinching shoes. NM E AN S T H E 

Shoe manufacturers and retailers attending the Style ERI CAN CU 
Conference, as well as those attending the Tanners’ 0 LD iN M : h movies 
Council Spring Opening in August, were unanimous in slippi ng ‘em off in the 
predicting a greatly enlarged demand for stretchable mitt 
shoes in a variety of styles for Spring. 

More and more retailers are coming to realize that the 
bigger the proportion of stretchable shoes in stock the 
fewer the headaches, the smaller the markdowns, the 
surer the profits and the greater the general satisfaction 
of the customer—the woman who wears the shoe. 


For models, samples and prices patentee* of Vamos stretch- 
on all types of shoe materials, able shoes, the authorized ; ; 

fabric or leather, made with manufacturer of stretchable Pp ig pe ey pe tert 
“Lastex” yarn, apply to Al- materials for shoes, and the “'Laton’’ Yarn Headquarters, 
fred Vamos, 406 Marbridge selected consultant for shoe rad = Eten — 
Building, New York City. Al- manufacturers using materi- in fabulous Rockefeller Cen- 


fred Vamos is the inventor and als made with “Lastex” yarn. ter, the new capital of the 
fashion world. 


* PATENTS ASSIGNED TO 
UNITED STATES RUBBER COMPANY 


LF EAO... MIRACLE YARN THAT MAKES THINGS FIT 
REG. U. S$. PAT. OFF. 


Ax elastic yarn manufactured exclusively by United States Rubber Company, makers of 
“Laton” yarn, 1230 Sixth Avenue, Rockefeller Center, New York City 
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Quality HAS ALWAYS BEEN 
A Drivily IN OUR BUSINESS 


Scarcity is nothing new to Florsheim, for good ma- 
terials have always been hard to get. In 49 years 
we've never sacrificed quality for quantity; never 
traded value for volume . . . and we won’t today! 
If the time ever comes when we can’t get all the 


fine leathers we need, then we’ll make fewer shoes! 


The VIKING 


TO RETAIL AT: 


’ 50 $10 


MOST STYLES 


The MAJOR 


“HE FLORSHEIM SHOE COMPANY e Manufacturers « CHICAGO « Makers of Fine Shoes for Men and Women 
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TIME is a salable item in the new 
order of retailing prevailing the 
country over. Clerks in stores now 
sell forty or more hours per week 
for a wage. Some department stores 
buy forty hours and want no more, 
as we discovered when we happened 
to go by one of the big department 
stores and saw the shoe buyer lean- 
up against the entrance, smoking a 
cigarette, and waiting for the doors 
to open. He, like all the rest of the 
employees, reports at 9:00 A.M., 
puts in an eight-hour day, must 
leave on the minute and must take 
one day’s vacation a week. This 





shoe buyer’s “Liberty Day” is Tues- 
day and he is not expected, nor 
wanted, around the premises. To 
feed his own ambitions, he puts it 
into studying the market and con- 
tacting resources outside the shop. 

What an amazing thing this fixed 
selling week is—something made by 
law to correct an abuse. Many a 
clerk had to work 72 to 96 hours to 
make a week’s pay in those terrible 
depression days. He put in the hours 
because he wanted the work more 
than the time. 

We would like to give credit, here 
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and now, to the originator of the 
stagger system of retail employment. 
We did quite a bit of research on 
the subject and found that the pio- 
neer in that field was the late Andy 
McGowan of Wanamaker’s in Phila- 
delphia. A quarter of a century ago 
he was sub-dividing his sellers, from 
his drones; and those fast salesmen 
who qualified for the merit jobs, 


LOOKA 
THAT 





came in at ten in the morning and 
quit at four. They were the banner 
salesmen to bridge the noon day 
rush. One thing Andy, the school 
master of the shoe industry, left for 
the future to solve and that was— 
teching the customer the value of 
morning time. He proposed to give 
bonuses to the customer for shop- 
ping between nine and eleven; but 
never seemed to be able to accom- 
plish that objective. 

Over the years, one of the great- 
est irritations to people working in 
department stores was the fact that 
Saturday was a full day and six days 
made a week. Now, with the day off 
and the forty-hour week, floor sales- 
men are turning in books that ex- 
ceed the long day records of the 
past. There is more sales effort, 
more definite decisions made, more 


real salesmanship because the clerk 
knows that he is, in the last analysis, 
paid by results on the book. He 
may think he is selling time but 
actually he is selling sales totals— 
that is, if he rates anything better 
than the minimum wage. 

Strange, isn’t it—this amazing 
America—on the one hand—time 
and overtime for the man at the ma- 
chine. On the other hand, not a tick 
of the clock more than the law “for 
those who serve at retail.” 


One thing—Timing—has done at 
retail; it has eliminated the factor 
of competition in human time. A 


store that kept a clerk sixty to sev- 
enty-two hours on the job and paid 
the same wages as the store that kept 
standard hours was taking advan- 
tage of the worker in the false belief 
that one more customer per day. 
waited for, was one more sale 
made. 

Today the public is pretty well 
schooled to the store hour system. 
The public will buy according to the 
rules if those rules are generally ap- 
plied. We buy gas now from the 
service station that is doing more 





business between 7:00 and 7:00 than 
it did before—staying open 24 hours 
a day. It is actually saving money 
on light, heat and overtime. The 
extra midnight gallons were not 
worth the cost of the service. Talk 
to your service station man in the 
East and he will tell you the same 
thing—that he would like to have 
the ruling perpetuated. It makes for 
better men at the pumps. 

We should not spend all their 
waking time at work. They who 
stand and serve are also human. 
Maybe, with all these things oc- 
curring, we are gently leading the 
public into an appreciation of the 
human being who vends the mer- 
chandise; and as long as it is uni- 
versally applied—the dollar in tran- 
sit between customer and store is 


just as much money. 
* +. * 


EVEN a president can’t trifle with 
tradition—or can he? Twin dates 
for Thanksgiving are scheduled for 
the month of November. Take your 
choice—November 20 or November 
27... that is, providing you are 
in the states that are for or against. 

Now it can be told that the reason 
we had this conflict of Thanksgiving 
dates was because merchants wanted 
te have a longer Christmas season. 
They figured out that the extra 


| THEY THINK THEY CARL RUSH me? 
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WAIT TILL THE 





week would. increase Christmas 
shopping by that period. But some- 
how or another, it didn’t have any 
such effect. Theoretically, the pub- 
lic would buy more things in five 
weeks than they would in four; but 
in practice, Christmas shopping is 
extra buying and most of it, any- 
way, is done in the last few feverish 
days before the festival. 

Now is the time to start your 
Christmas promotion plans because 
this is the shoe trade’s great op- 
portunity to sell foot wearables for 
useful gift-giving. 

Thanksgiving, 1941, will be cele- 
brated in twenty-five states on No- 
vember 20 and in sixteen states on 
November 27, according to a poll 


12 





TAKE YOUR CHOICE 


—"'In the Land of the Blind a One- 
Eyed Man Is King,” said one of 
the ancient philosophers. 

—Yea, verily, one eye is far better 
than no eye at all; but two eyes 
are —or should be —a_ million 
times better than none. 

—We're living in a foggy age 
where even two eyes must be ex- 
ceptionally keen and penetrating 
to obtain even the faintest per- 
spective of what lies ahead of us. 

—But don't forget that behind the 
eye is the brain and the brain 
has a very clever habit of mak- 
ing the eye see what it wants it 
to see. 

—So, take your choice; and either 
train yourself to see a hopeful 
outcome of this at present con- 
fused world picture—or else, cul- 
tivate a good, comfortable case 
of jitters. 

—As for me, I'm slightly inclined to 
be an optimist. 


Se Ten 


President 





of Governors made by the Asso- 
ciation of National Advertisers, 
Inc., N. Y. The seven remaining 
states are undecided or not as yet 
heard from. 

The Governors of the following 
states have announced that they will 
follow President Roosevelt and des- 
ignate the earlier date: Alabama, 
California, Colorado, Connecticut, 
Illinois, Indiana, Kentucky, Louisi- 
ana, Maine, Maryland, Massachu- 
setts, Minnesota, New Jersey, New 
Mexico, New York, North Carolina, 
Ohio, Oregon, Rhode Island, Utah, 
Virginia, Washington, West Vir- 
ginia, Wisconsin, Wyoming. 

Thanksgiving will be celebrated 
on the traditional date, November 
27, in the following states: Arizona, 
Arkansas, Delaware, Florida, 
Georgia, Iowa, Kansas, Montana, 
Nebraska, New Hampshire, North 


Dakota, Oklahoma, Pennsylvania, 
South Carolina, South Dakota, Ten- 
nessee. 

States which are undecided or 
have not replied are: Idaho, Michi- 
gan, Mississippi, Missouri, Nevada, 
Texas and Vermont. Mississippi, 
in all probability, will celebrate on 
November 20 because it is one of 
the many states having state laws 
compelling proclamation by the 
Governor to coincide with that of 
the President. 

In 1940 thirty-two states ob- 
served the early date and sixteen 
states the traditional date. In 1939 
twenty-three states observed the 
early date and twenty-four the tra- 
ditional date, and Texas celebrated 
on both dates. 


ANSWER us this riddle? Why was 
it that when the new liquor taxes 
went into effect, the liquor stores 
were jammed three deep at the 
counter and shoe stores were prac- 
tically empty? Now the riddle is— 





is it a case of money for booze, but 
not for shoes; or is it simply de- 
ferred buying? We rode up in a 
taxi whose driver said: “I work too 
hard for my money to take it out 
of shoes and put it into booze.” 
We’re not taking sides in this 
issue—merely querying along the 
line of thinking that sales you don’t 
make today, you don’t make . . . or 


do you eventually? 
” a * 


A. M. KESSLER, having charge of 
style and factory supervision for 
the Lido Shoe Company in :New- 
buryport, Massachusetts, says: 
“There is a trend towards low 
heels today with extension soles. I 
believe that this type of shoe be- 
longs to Littleways and Lockstitch 
shoes only. They are flexible and 
they also give comfort that no other 
type would give. Members of the 
new organization are greatly pleased 
with the shoes they have been mak- 
ing by this process and expect to 
make a substantial and steady pro- 
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duction of attractive styles by Lit- 


tleway Process method.” 


JAMES BOSTOCK of Lotus Ltd., 
London, flew over on the Clipper to 
get the spirit of America at first 
hand. We had a chance to read his 
“Bulletin to Shop Managers” 
throughout England. It covers a 
paint of shrewd thinking as to the 
behavior of people under stress and 
strain. Here is an excerpt: 

“After the outbreak of war, the 
idea was widely held that styles 
would be plain, color somber and 
shoes generally heavier. It was 
argued that the seriousness of the 
national task ahead of us, the tak- 


ing up by women of national ser- 
vice and the rationing of petrol 
would all bring this about. We, in 
this company, consistently held the 


opposite view. We said that because 
of the drabness of the black-out and 
other. discomforts, women would in- 
stinctively search for and in fact 
need, for their own morale, some 
antidote. Entertainment would be 
seriously interfered with but color 
and style could still be available; 
and color and style women would 
want more than ever. Our appraisal 
of the public’s mind and temper, in 
other words our psychology, has 
proved correct. And furthermore, 
in so far as the compass of our in- 
dustry allows, we have helped 
morale; and it is morale that will 


eventually decide this war.” 
a * _ 


TEN THOUSAND DOLLARS in- 
sured the first pair of tap shoes to 
leave Eleanor Powell’s possession. 
Since she started dancing as a child, 
the star has kept every one of her 
tap shoes, over 2000 of them. How- 
ever, Inky MacAllister,. Beaumont, 
Tex., City Clerk, persuaded her to 
break this life-long rule. He wrote 
the dancer, asking her to send a pair 
of her shoes to Texas to be put on 
exhibition for the opening of the 
“Lady Be Good,,” her latest film. 
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She agreed—but the taps that 
danced “Fascinating Rhythm,” in 
the musical, went under $10,000 in- 


surance. 
* * * 


AN-exhibitor’s dream . . . an audi- 
ence of 350,000 people—potential 
customers for shoes—was the ex- 
perience of the W. L. Douglas Shoe 
Company at the Eastern States Ex- 
position at Springfield, Mass. 

J. I. McCarthy of the Douglas 
Company said: “Not a_ barefoot 
person walked by all the week. 
Visitors to this show were in a 
friendly receptive mood. They were 
on a holiday, eager to be enter- 
tained and willing to stop, look, 
listen—and be sold.” 

The response of a crowd to a_ 
demonstration talk is extraordinary 
and often unpredictable. The fact 


“ that one person stops to look or 


listen starts a chain of curiosity 
seekers doing the same thing and 


the effect is cumulative. Whenever 
the Douglas Shoe booth wanted a 
crowd, they had it and the only 
times it was not surrounded was 
when tired demonstrators deliber- 
ately rested. At such times it was 
evident that just an attractive dis- 
play of stylish shoes, some special 
army boots and a cutaway model 
showing the construction of the 
product, was not sufficient to draw 
and hold crowds. But when the 
personality was turned on, Doug- 
las shoes were in the limelight 
again and were there to back up 
with visual evidence the verbal 


claims made for them. 
* 7 * 


DURING the first week’s: work in 
her feminine lead “in Paramount's 
“Midnight Angel,” Martha O’Dris- 
coll wore out a new pair of shoes, 
in scenes which require her to run 
with Robert Preston through dark 
streets. 
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"Is this the elevator to the bargain basement?" 
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Tuis novel cross-stitch 
hand-sewn U-seam on these 

two moccasin patterns lends a 
distinctive note to both the five- 
eyelet blucher and the natural- 
colored slack or leisure shoe. In 
the street shoe you will note that 
the seam extends back to the foxing 
whereas in the latter it stops at the 
instep. Incidentally, this leisure 
shoe would fit right in with your 


men’s Christmas promotions. 


THE great popularity of the moccasin front shoe 
has definitely established it among the basic pat- 
terns in the men’s field. Many innovations, such as 
the walled last, novelty seams and pinking and per- 
forations, have been added in order to “make it 
different” but it actually takes the heavy- 
stitched U-seam to bring out the basic 


originality of this shoe. 
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TAKING its cue from the 20 per cent rise in wholesale 
prices since mid-1939, the Retailers’ Advisory Commit- 
tee warns that if and when the pending price control 


bill passes, prices will move skyward again if the bill 
contains the provision to freeze farm prices at 110 per 
cent of parity. 


The Committee sees no bluffing in the further pro- 


posal to freeze farm prices at 125 per cent, and attributes 
the recent wholesale price rise to the 85 per cent of 
farm parity loan act passed last April. 








THE committee expects a further hiking in prices will 
up the flow of consumer complaints reaching OPA to 
new highs. After examining the letters, which are 
crowding OPA’s incoming mail pouches to the tune of 
100 a week, the Committee expresses concern because 
the writers display no understanding of why prices move 
up. Nearly all of them refer to the merchant as a 
“profiteer.” 

As an effective antidote to counteract this widespread 
impression, the Committee forecasts that the merchant 
is in for a stiff fight, suggests that the best weapon is to 
everlastingly hammer away at the fact that everything 
has moved up faster than retail prices. It likewise urged 
retailers to remind their customers that this was not 
true during World War I. It’s true now, the committee 
points out, only because retail merchants slapped on 
some self controls a year ago. 


* * = 


RIGHT in the throes of its campaign to make the coun- 
try “consumer conscious,” the OPA’s latest bulletin, 
“Consumer Prices,” finds time and space to give advice 
on buying children’s shoes. Among other things it 
suggests: 

Make tracings of the child’s foot and select shoes 
one-fourth inch wider and at least one-half to three- 
fourths inch longer, with the design following the nat- 
ural shape of the foot; select shoes of elkskin and 
light-weight calfskin; take care when shoes are repaired 
that they are not made shorter or narrower, their shape 


altered. 


AGRICULTURE DEPARTMENT technicians, plugging 
for greater consumer acceptance of cotton products, are 
pleased that defense needs help cotton stockings climb 
back to the fashion headlines. On Agriculture’s experi- 
mental farm near Washington a mill has been set up so 
expert designers, knitters, and stylists can do their stuff, 
working out stocking designs that will move surplus 
cotton and help silkless consumers. 

Wear machines, designed by the Department’s Bureau 
of Home Economics, indicate that some mesh patterns 
are run-proof, but that feet and toes must be carefully 
reinforced for satisfactory wear. 


* * . 


THE manufacture department committee of the United 
States Chamber of Commerce has put its stamp of 
approval on government simplification efforts to elimi- 
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nate unnecessary varieties of manufactured articles. Such 
efforts, the Committee says, helps to secure maximum 
productive efficiency; ties up less capital in slow- 
moving stocks and simplifies inspection requirements 
for the manufacturer; increases turnover and permits 
greater concentration of sales efforts on fewer items 
for the jobber, wholesaler and retailer; brings better 
values, better service in delivery and repairs for the 
consumer. 





* * 7 


WITH their eye peeled on waste paper accumulations 
in retail establishments, OPA officials urge abandon- 
ment of the “wasteful” practice of burning waste paper. 
It’s all part of OPA efforts to push the country-wide 
waste-paper collection campaign. OPA hints that it 
expects cooperation from retailers since “they are one 
of the large groups that will benefit from an increased 
supply of cartons and paper boxes.” 

WAGE-HOUR ADMINISTRATOR PHILIP B. FLEM.- 


ING will accept from businessmen accounts of “any 
[TURN TO PAGE 34, PLEASE] 








This novel Christmas tree 
of Vinylite Plastic was 
used in a holiday shoe 
window last year by An- 
drew Geller, Fifth Ave- 
nue, New York. The dis- 
play showed shoes in 
which the same plastic 
was one of the materials. 


THERE'LL ALWAYS BE A CHRISTMAS 


CHRISTMAS this year holds for all of us a deeper sig- 
nificance than in many years. Seeing the sorrow and 
suffering, the loss of homes and possessions, the sepa- 
ration of friends and families so needlessly wrought by 
“modern” warfare, has awakened sentiments of un- 
selfishness and given us a deeper appreciation of our 
own homes and families and friends. 

This spiritual re-awakening will take on added sig- 
nificance throughout the approaching Christmas season, 
with its chance to say all the things left unsaid in the 
hustle and bustle of daily life. Minds and hearts will 
turn to things sincere and simple—to expressions of 
kindness and generosity, gestures of friendliness and 
deep regard for others. Christmas is more than a season 
of added sales—it’s the symbol and the expression ef the 
spirit of human kindness and sentiments of good will 
toward family, friends and neighbors. So, RECORDER 
Shoe Store turns to the age-old symbols of the season, 
and reflects in its advertising and displays the 194] 
version, happy but not hilarious, of the good old-fash- 
ioned American Christmas. We shall use the thought 
“Let’s make it a good old-fashioned Christmas” here and 
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by 
R. E. ANDRUSS 


there, and our decorative motif will definitely be in 
keeping. In the store, we shall feature Santa Claus and 
Mother Goose characters trimmed up in color. The 
figures will be used on the wall above shelves, and will 
be interspersed with cutout Christmas trees here and 
there. Tree trimmings will be popcorn strings and 
“candles” made of short pieces of dowel sticks, painted 
in colors, unless we can find some old-fashioned candles 
and holders. 

For streamers to drape here and there we suggest 
making paper chains of bright colored enamel finished 
papers, cut about eight inches long and two wide, then 
stapled together to form the links and the chain. Of this 
same enameled paper we will make large cut-out holly 
leaves to trim certain posts. The veins are easily creased 
in the surface of the paper, and if you want a novel berry 
idea, try rubber balls, enameled. 

Every available inch of space will be used for “open” 
gift displays, with each sample gift shown wrapped in 
a gay Christmas package, using cellophane to protect 
the more delicate merchandise. Christmas shoppers like 
to wander and wonder. When open displays are used, 
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And This Year the Kindly Spirit of an Old-Fashioned Holiday 
Will, for a Time at Least, Overshadow the Desolation and Dis- 


tress Wrought by the Warmakers—Gifts of Sentiment and 


Simplicity Will Best Express the Spirit of the Season in 1941 
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inviting browsing and touching, customers will feel more 
at ease, and they will linger and buy more. Open dis- 
plays help overcome the advantage the department store 
has over the specialty shop of a feeling of greater “shop- 
ping freedom.” Have salespeople be alert to serve all 
who wish to be served, but do not ever “crowd” them. 

We shall use gift carts, and easily moved upright 
panels to which gift suggestions are attached. If space 


The amusing Santa Claus shown 
at the right was the dominant 
feature of an interior display 
of juvenile footwear by B. Alt- 
man & Co. Fifth Avenue, 
during the 1940 Christmas sea- 
son. Boots, slippers and shoes 
make ideal gifts for youngsters. 


permits we shall install either a square or a half-square 
gift booth, the latter being set along the side wall in line 
with the accessory counters. Trim for the booths will 
be the cut-out figures set along the top edge of a foot- 
wide upper panel, the figures holding the ends of draped 
popcorn and paper strings or streamers. Another 
“atmosphere” idea that we hope to use is to have 
Christmas carols played softly so that they can be 
heard in the store, and just in front of the store as the 
passers by are in direct line with the store. Probably 
the most publicized Christmas windows so far are the 
“bell” windows by Lord and Taylor (New York) which 
have been repeated BY REQUEST several times. Per- 
haps you remember reading about the big plaster and 
paper bells set to swing high over the reproduction of a 
Christmas landscape in the whole bank of Fifth Avenue 
windows, with not one bit of merchandise used. Yet they 
were the most successful windows on record, so far as 
I can discover. ARE PEOPLE SENTIMENTAL? If 
you think they are not, you are seriously wrong. Espe- 
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cially this year, when “sophistication” has been swept 
away by grim realities that bring out the humanness 
ever present beneath the veneer. 

We shall use a phonograph specially rigged up to 
play several carols, then repeat. And we are going to 
have an old-fashioned gift for each customer—two kinds 
in fact. One will be ginger cookies in doll cut-outs 
(taken from our decorations) made by a local baker or 
some women who remember how they should be made. 
The other is popcorn balls, with the popcorn crisped in 
the oven just before being dipped in the syrup, colored 
with the vegetable colorings used in baking. These will 
be for the same corn colored and used for stringing. By 
the way, if you like the carol idea, you might get some 
one to play a portable organ (even an old-fashioned one 
if it can be found) while friends sing carols for a half 
hour around six o’clock or some other convenient time. 
Too “countrified”? Wanamaker’s (New York and Phila- 
delphia) use it yearly, and so do other large stores. 

[TURN TO PAGE 32, PLEASE] 
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Christmas. Gifts 


with 
Double Purpose 


THIS Christmas is a good time for many of your cus- 
tomers to get acquainted with some new style ideas in 
hosiery, gloves and handbags. Most women, we hope, 
are beginning right now to learn to buy stockings suited 
to their costumes and their shoes. And most of them, 
we hope, are learning to appreciate cotton . . . ribbed or 
clocked for sport and fine mesh for dress. 

However, many of them, we know, are still clinging 
to their silk stockings and lamenting the day when the 
last pair will be gone. Christmas is a good time to break 
them in to new ways of buying hose. Correct coordina- 
tion . . . that’s the whole story. Casual, sturdy stock- 
ings for the casual, sturdy shoe; finer hose for the 
dressier shoe. But, don’t forget the other substitutes for 


with Victory V embroidered at top of 
patriotic red and blue clock. Gold Stripe 
from Gotham. Bottom: A full shaped sport 
hose, genuine “Links-Links,” alternating 
chain and rib design. From Phoenix. Pig- 
skin bag matches pair of gloves at left. Both 
in Gingerbread, a new spicey brown ideal 
for tweeds, and both saddle stitched. Bag 
and gloves from Mark Cross. Natural color 
pigskin glove with contrasting thong lacing 
on outside edge. From Louis Meyers. 
Directly below: Sturdy soft capeskin glove, 
smartly stitched. The Punter from Hansen. 
To Right: Pair of “Walking Out” gloves of 
washable capeskin in Elk Horn . . . Paniclo 
Tan . . . Daniel Hays modified Finger Free. 


Above:—Top bag is smart and softly-tailored in simulated calf. 
From Elanbee. Other is a roomy broadcloth bag . . . all wool 
.. . with simulated tortoise shell clasp .. . practical and dressy. 
From Friedman & Shanbron. Pair of jersey knit broadcloth 
gloves with leather trimming. A Daniel Hays Merry Hull 
Finger Free. Single glove of black Polava ... a very fine 
washable crackproof{ doeskin finished lambskin . . . with gold 
metallic trimming on cuff. From Louis Meyers. Fine stocking 
for dressier daytime shoes in silk with rayon top. From Gotham. 


Above, middle:—Clever gold ‘banded white and red party 

snapper. Colorful cellophane window box specially designed in 

gay. pine case top. Both Christmas containers from Phoenix 
and designed to hold three pairs of hose. 





THIS YEAR WEARABLE GIFTS WiLL BE MORE WELCOME THAN EVER. 
MORE THAN EVER BEFORE, WOMEN APPRECIATE CLASSIC STYLES. BUT 
IT 1S ALSO A YEAR OF ADAPTATION AND INNOVATION, OFFERING A 
CHANCE FOR A TWO-WAY PROMOTION OF CHRISTMAS ITEMS 


silk. In addition to cotton there is nylon and there is 
rayon combined with silk, as in the silk stocking shown 
here with rayon top. The point you will want to make 
is that there is a greater variety in stocking styles, in- 
cluding colors, than there has ever been and that stock- 

ings make an ideal gift this year. 
Then take the question of gloves. Leather gloves 
[TURN TO PAGE 33, PLEASE] 


Right:—Two beautiful Chinese shoes for evening 

wear at home and abroad. Top: Gold kidskin 

trims the heel and vamp of this lovely brocade 

wedge heel slipper. Bottom: More conventional 

in treatment this second shoe is enriched by color- 
ful embroidery on heel and vamp. 


Left:—Evening hose. Top: Tabarin nylon mesh . . 

lacy and sheer. Bottom: K. T. C. circular knit bareleg 
nylon stocking. Both from Gotham. Bag. Lovely golden 
satin pouch bag, embroidered in gold and pearls with 
pearl studded frame. By Josef of Gold Seal Importers. 
Luxurious pearl embroidered gold sandal. From La 
Valle. Long lace mitts and short glacé gloves with 
quilted cuffs. Two smart new ideas from Wimelbacher 
& Rice. Velvet mitten with gold kid panels and golden 
bird ornaments. A Daniel Hays Merry Hull Finger Free. 


Left to right:—High fur-trimmed -velveteen 
boot with side Kwik-Fastener, ideal for wear 
with fur-trimmed and fur outfits. Gaytee Boot 
from United States Rubber Co. Very smart 
cowboy boot . . . the Lasso . . . from B. F. 
Goodrich Footwear. Another interesting adapta- 
tion of the cowboy treatment, made to wear 
over the foot. Strato Boot from Cambridge 
Rubber Co. Smart town tailored galoshes are 
an important part of your more conservative 
business. From Mishawaka Rubber & Woolen 
Mfg. Co. For dry but cold days in and out of 
town, this swagger‘high gaiter with hook fasten- 
ings. Ally-Gaitor from S. Rauh. 








Above, left to right: Burgundy calf Nor- 
wegian pattern with semi-hard sole and 
rubber heel, Daniel Green. Brown kid 
opera with leather sole and heel; natural 
calf, moccasin front with leather sole and 
heel, and burgundy kid opera with dec- 
orative vamp stitching. These last three 
slippers from L. B. Evans’ Son Company. 


WELCOME GIFTS = 


lor a 
MAN'S CHRISTMAS nny acee snr coer 


kid soft sole slipper, Daniel Green. Opposite 
page: Soft sole slipper from Swan in Bur- 
gundy, cordurey forepart and kid quarter. 





SLIPPERS have always enjoyed a prominent and profit- 
able spot in the men’s Christmas gift picture but they 
have also shared this prominence with innumerable 
other “luxury” items that have naturally accounted for 
a good portion of the gift dollars. With the new govern- 
ment taxes on these so-called luxury items, it is very 
probable that a good percentage of this business will 
revert to the shoe store and department. 

This increase of gift dollars to the shoe store and 


Ties and muffler courtesy Sambrooks, 
Ltd. Hose, F. A. MacCiuer, ine. 


slipper department can only be brought about by active 
and well-directed promotion, not only on slippers alone 
but on the regular shoe store stock as well. 

Women are by far the largest customers for men’s 
slippers, probably because of the fact that they do most 
of the Christmas shopping ‘but also because slippers are 
a natural gift item. However, there are numerous other 
items that fit into the shoe store gift picture, all part of 
the regular stock, that received little or no Christmas 
promotion. Shoe trees, dressing kits, ski, hunting and 
riding boots and rubber footwear—all practical items 
that men would be glad to receive—but how many of 
these are sold as gifts? 

Make those Christmas shoppers look to your store or 
department not solely as a one gift source but as a 
headquarters for many gift items that will fill the bill 
for any man’s Christmas needs. 


BACK TO A PRACTICAL CHRISTMAS FOR MEN, WITH SLIP- 


PERS, SHOES AND OTHER FOOTWEAR NEEDS HEADING THE 


LIST FOR BIGGER 


AND BETTER 1941 HOLIDAY BUSINESS 


Below, lower left, clockwise: Maroon felt cross strap scuff with 


built up soft sole, Daniel Green. 


Burgundy shearling scuff with 


leather sole, Swan. Brown felt scuff with built up soft sole, Daniel 


Green. 


Natural tan pig grain scuff with soft sole, by Daniel Green. 
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UPPER LEFT—Cozy slippers to delight young hearts—Clockwise, 
starting lower left: Quilted soft sole child's slipper with white 
bunny fur trim—Mrs. Day. Dainty mule in pastel fabric with 
delicate embroidery, padded sole for the high school girl—La 
Marquise. Electrified shearling makes a furry slipper for the 
young girl, lambswool lined to keep it warm—Swan. 


UPPER RIGHT—The new socks and stockings make welcome 
gifts—Left to right: Anklet, allnylon on the outside and all lisle 
on the inside for added durability and warmth; Long lisle over- 
the-knee stocking with attractive contrasting clock for sports 
wear; Knee-high ribbed sock of wool, rayon, cotton and rabbit 
hair to wear with matching sweaters—all three from J. W. Landen- 
berger. Imitation hand knit in a long over-the-knee stocking; 
Cotton argyle fer wear with sport clothes; the new Pussy foot 
sock with soft sole and furry cuff—all from Brown Durrell. 
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LOWER LEFT —Boots and galoshes will keep young feet warm 

and dry—Clockwise, starting lower left: Three button overshoe, 

patterned on those that mother wears—Mishawaka. Rubber Flight- 

boot with military strap and wing insignia for air-minded tots— 

Hood. Television boot with zipper closing—Cambridge. Gaytee 
with soft knitted top—U. S. Rubber. 


LOWER RIGHT—A4 variety of gifts for the “hard to please” young 
miss—Clockwise, starting lower left: Handbag for school in bright 
felt, fitted with comb, pencil, mirror, scratch pad, and lined in 
gay plaid—Friedman-Lobel. Knit-lined Goalee mittens in cape 
skin, patterned after those worn by hockey players. Below them, 
the popular Mop-’Ems, knitted mittens with gay woolly backs 

both from Wear Right. Roomy envelope with zipper on three 
sides and outside pocket—Elanbee. Toppermit set, knitted beanie 

with furry pompon and mittens to match—Denby Co. 
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SINCE slippers represent the most important single 
source of holiday revenue to most shoe men, they deserve 
dramatization in every possible way. It isn’t enough that 
they be advertised and displayed in the conventional 
manner. The shoe man who expects to get*his full share 
of the gift business must put some showmanship into 
his Christmas merchandising program. 

The following ideas, gleaned from shoe stores and de- 
partments all over the West, provide some valuable 


tips: 


1. Start your suggestive selling campaign on slippers 
well in advance of the holiday season, having your sales- 
people display pairs of men’s and women’s slippers to 
every shoe customer from Nov. 1 on. The Barker 
Brothers Store in Lincoln, Neb., followed this plan 
last year with exceptional results. Besides building an 
early volume of extra slipper business, this system pro- 
vides a valuable index of public taste in colors and 
styles and thus permits more efficient last-minute 
ordering. 

2. If you operate a department in a large general 


TEN WAYS 
To Stimulate Gift Slipper Sales 


store of any type, plan to capitalize on general store 
traffic with conspicuous signs and decorations which will 
instantly catch the eye of the gift buyer and suggest the 
shoe department as an ideal place to shop. For example, 
here’s what the main floor shoe department of the 
Brandeis Company, Omaha, Neb., department store, did 
last year. Across the entrance to the shoe department, 
which faces the main aisle, was set up a huge sign, done 
in green gilt letters, reading “Gift Slippers”. On a spe- 
cially-constructed rack above the sign was placed an 
elaborate display of all types of slippers. To get the 
benefit of early season traffic within the department, the 
management also built a series of similar display racks 
on the ledges all the way around the department, 
equipped them with elaborate slipper displays and sug- 
gestive selling signs. 

3. Get your merchandise out into other departments 
where it may be seen by customers who do not visit the 
shoe section or pass near it. This may be done by dis- 
playing slippers with men’s and women’s robes in the 
clothing departments and windows, through participa- 

[TURN TO PAGE 31, PLEASE] 


by LUCIUS S. FLINT 


An unusual Christmas slipper window display used last year by Stetson, 
Fifth Avenue, New York, with fine results in sales and attention value. 
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The Editor’s 


Outlook 


by ARTHUR D. ANDERSON 
EDITOR * BOOT and SHOE RECORDER 


In the Dog-House 


QPM may stand for Office of Production Management, 
but to me it is “Other People’s Money.” Bushels of it. 
Billions of it. It may be “other people’s money” to 
Washington, also, but it’s payroll money to millions of 
men and women, because, actually, 80 per cent of every 
item made and used is wage money. 

Steps are being taken to limit expenditures in the 
hope that money will go back to the government in 
taxes. Fewer automobiles, fewer electric refrigerators, 
fewer big items for the public to buy. One would 
almost arrive at the opinion that the government would 
like to control, item by item, the spending of the man 
who works for hire. Not so! The American man, 
woman and child is by nature a spendthrift. Money in 
the pay envelope is simply something to exchange for 
something else as rapidly as possible. 

But what will the worker buy? What he jolly well 
pleases! “Thou shalt not muzzle the ox when he treadeth 
the corn.” 

We think he ought to buy more shoes, but in Sep- 
tember Mr. and Mrs. America bought fur coats, jewelry 
and booze—to avoid and evade the new 10 per cent 
tax. It made an awful dent in the shoe selling figures 
for the month. It was unexpected. It was unpredictable 
and now that it’s over, it is to be charged to the madness 
of crowds and the hysteria of forward buying. 

Look out that you don’t get caught in the traps of the 
“unexpected.” One manufacturer shot his entire adver- 
tising appropriation for the Fall in one fell swoop in 
this barren period, hoping that he would dynamite the 
demand. He didn’t. 

The public has already started to buy more than it 
needs—canned goods and sundry items that will be 
higher in price—or at least the public, through that 
mysterious grapevine, senses the possibilities of a rise. 
It would be a strange thing if the reverse happened and 
those stores that have reaped the harvest find them- 
selves cutting prices to competitively share the trickle 
of trade which follows a great tidal wave. 

The shoe trade has been eminently fair with the 
public, and the greatest tribute that can be paid to 
orderly retailing over the years is the fact that the 
memory of past good shoes and good service is bringing 
back to good shoes and better service those customers 
who were forced away by the lack of wages in the de- 
pression decade. How do we know that this is true? 
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Because we have seen the flow of orders coming into 
shoe factories from merchants who have been out of the 
market for these better shoes for more than ten years. 
It’s true that the orders are only a pair, a half dozen, a 
case or two, but they are the beginning of the return of 
an appreciation on the part of the public for the good 
shoes they remember and the good service that accom- 
panied them. 


BELIEVE it or not, but some of the cheap and flashy 
chains are in the “dog-house” of despair. They knew 
how to operate in the depression, reducing the price to 
the lowest possible denominator and giving a coating 
of fashion to the product to conceal its intrinsic bar- 
renness. Fashion covered many a cheap shoe as well as 
a cheap practice. Many of these factories sold the idea 
to small towns that a wage scale that would permit the 
manufacture of popular $2.00 retailers would give a 
living to workers, store keepers, and the town itself. 
Now that you can’t get cheap labor and you can’t take 
anything else out of the ingredients that go into shoes, 
these operators are up against the necessity of paying 
the wage scale based on the next step up—$3.00 sellers. 

They want an intermediate price because they know 
they can’t jump a full dollar. So they are in the throes 
of despair because, also strange to relate, the so-called 
fast fashion chains in the lower price bratkets haven't 
learned “how to do it” under a system of rising prices. 

Here’s a truth to hit them in the éye. The public has 
no confidence in the quality standards of cheap chain 
footwear. The public, with more money to spend, is 
buying better shoes. Slowly and surely the trend is in 
that direction. 

There are chains that have made their prices consis- 
tent with their merchandise and who faced the economic 
inevitabilities. There are others that have still to learn 
that outward extreme appearance to a fashion can fool 
the public, but when shoes are simple and beautiful, 
the quality of ingredients reveals itself. 

We have always marveled where these cheap, cheap 
operators get their sleazy materials. It didn’t seem right 
to take the skin of an animal and treat it so poorly. 
Maybe it was because there was so much of it, it didn’t 
have any value. But it all adds up to the fact that there 
wasn’t a profit in anything all the way along the line, 

[TURN TO PAGE 33, PLEASE] 
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UNITED PRODUCTS 


... STRONG LINKS IN A CHAIN 


OF SHOE FACTORY OPERATIONS 





UNITED PRODUCTS 
INCLUDE... 


ABRASIVES 
ADHESIVES 
“CELASTIC” BOX TOES 


CUTTING BOARDS 
AND BLOCES 


DIES 


EYELETS 
SHOE LACES 


FINISHING LIQUIDS 

NAILS AND TACKS 

NEEDLES AND AWLS 
SHANKS 


“TEXON”: 
INSOLE, MIDSOLE, 
SOCK LINING 


WAXES 


and a wide range of other 
supplies and equipment 
. for the shoe manufacturer. 


USC 
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The smiles MAY identify the winners of this foursome. 
L. H. Spahr, M. W. Bagley, E. K. Pickeral, H. W. Myers. 


RECORDER CAMERA 
AtCcC.P.8.L. A. Outing 


Above: The burdens rested on these: Rich- 

ard Fuller, general chairman of the outing; 

O. W. Dellinger, sec’y-treas. of the associa- 
tion. 


Fred I. Curtis took time out from the 
many duties of a father whose daugh- 
ter was to be married the next day, 
to look the party over. Accompa- 
nied in this snapshot by Lou Keith. 


THE notice that went out to the members of the 
Central Pennsylvania Shoe and Leather Associa- 


tion, announcing the Fall outing and golf tourna- Sues hbo de Aad © goed tine, aus 
ment at the Reading Country Club on Friday, this group: J. E. Lessig, George H. 


Among the observers, and there were a 


Sept. 26, promised an interesting and enjoyable Allen, Carl C. Grather. 


occasion “when,” to quote the notice, “shoe- 
makers, leather and allied industry peddlers, 
meet in real friendly spirit and drive away all 
cares (even if just for a day).” 

[TURN TO PAGE 33, PLEASE] 


It would seem to be an uphill job for men 

Robert Comloquoy, M. H. Bramford, and H. E. . Reginald Pitts (Reggy) as usual was up 

berger to be in a golf foursome with a man there among the low scorers when the 
B. H. Macgregor, but this is it, in the order named. results were given out. 








“THE ARMY SWEETHEART” 


A new United Last Company 
version attuned to the low 
heel theme suggested in 
8/8 12/8 14/8 heights. 
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OTHER PEOPLE’S IDEAS 


by JOHN F, W. ANDERSON 


December Dates 


December 1-6—National Prosperity 
Week 

December 22—The beginning of 
Winter 

December 25—Christmas 

December 31—New Year’s Eve 

Concentrated Christmas promotion 
and selling usually begins in the shoe 
store on the Monday following 
Thanksgiving. Now, the correct Mon- 
day will depend on the date of 
Thanksgiving in your state. However, 
some retailers reported last year that 
even though the President moved the 
day back a week, customers didn’t 
start buying Christmas things until 
the first week in December. So I 
guess it’s just up to the individual 
retailer to decide when to -start his 
Christmas promotion. 

This should be a good holiday sea- 
son for business and in addition to 
slippers, shoes, hosiery, gift certifi- 
cates, etc., don’t forget “gifts for 
the draftees.” 


* * *# 


Gifts for Draftees 


During the Fall and Christmas sea- 
son shoe stores can do a real service 
to their communities by offering ap- 
propriate useful gifts for parents, 
relatives, sweethearts, and friends to 
send to the boys in camp. 

Such items as foot comfort kits, 
shoe polish kits, slippers, off-duty 
shoes, socks, writing kits, extra shoe 
laces, shoe horns are suggested items 
for the shoe store to carry and sell. 

Stores can also make this service 
more useful if they will advise cus- 
tomers of the correct manner to ad- 
dress packages. Name, camp and state 
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is not enough. Unless the correct 
company or battery, regiment or bat- 
talion is mentioned the package may 
come back. Suggest ways and means 
to find the correct address. 


Heel interest for Fall 


Shop Talk 


Bullock’s department store in down- 
town Los Angeles recently worked 
out a very clever dramatization of 
their Fall footwear made over the 
Baby Last. Around a dozen styles 
made aver this one last, Bullock’s 
grouped a background of baby pic- 
tures on the wall, nursery style. 
Green, red, brown and black smooth 
and sueded leathers were shown with 
some of the sandals perched on a 
hobby horse which was the center 
piece of the display. 


oe... ae 


Hard Work Is What Really 
Sells Shoes 


It is a big job to go through the 
whole composite size record in a shoe 
store and then mail out 1000 cards 
telling 1000 customers how many 
shoes in each customer’s size are in 
stock. But Lefty Rowe, proprietor of 
Rowe’s Shoe Store in San Bernardino, 
California, does just that at least 
twice a year. He addresses these cards 
in long hand, and does he get results! 

The card Lefty uses measures 84% 
by 4% inches. On one side he repro- 
duces drawings of three types of 
shoes covering three different wearing 


_ needs. The sales message reads: 


ACCORDING TO OUR RECORDS 
YOU WEAR SIZE .... 

WE HAVE .... PAIRS TO SHOW 
YOU IN THIS SIZE. 

“The number of people who come 
in to look at the shoes in response 
to this card is surprising,” says Lefty. 
“Tt runs far and above the response 
to any other piece ever mailed out by 
this store. The whole cost of the pro- 
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motion is usually covered in the first 
two days. The pull comes from the 
feeling on the part of the customer 
that you have taken a personal inter- 
est in her and know her direct needs. 
There is an element of ‘customer con- 
trol’ in this piece but it goes even one 
better than the usual type of per- 
sonalized mailing piece used in many 
stores. It would not bring in half as 
much business for us if we used a 
typewriter. [t takes the good old long 
hand writing to touch the heart.” 


* * # 


“You ... and the New Fall Foot 
Fashions” 
(The John Gerber Co., Memphis) 


* + # 


Five a Day 


Many a time we've dropped into a 
shoe store and found the salesmen 
sitting in the back of the store just 
chewing the fat. No customers, win- 
dows trimmed, store clean and tidy, 
so what else can you do, is the usual 
statement. Here’s an idea used by 
more than one shoe store. 

If every member of the store’s sell- 
ing staff mailed out five penny post- 
cards or mailing pieces to people not 
on the store’s regular mailing list, it 
might bring in some extra business 
(at least it would cut down spare time 
in the store in one way or the other). 
The names could be friends, from 
the morning paper, acquaintances of 
customers, or last, but least, the tele- 
phone directory. The cost would be 
low and it would have the advantage 
that it is a selective mailing list 
rather than a mass mailing. If no 
results, you can always stop. Some 
kind of a P.M. might be offered to 
the salesmen on these customers to 
encourage their interest. 


Simplified Research 


This seems to be the day of market 
researches and consumer question- 
naires to get the public’s reaction to 
advertising and products. Many a 
shoe retailer has wanted to know what 
his customers think of his shoes after 
several months wear but usually has 
had no way to find out except if the 
customer comes in for a new pair— 
and usually only the satisfied cus- 
tomers come in then. 

Why not send your customers, three 
months after they buy a pair of shoes, 
a questionnaire enclosed with a mail- 
ing piece. It could be on the back of 
an addressed and stamped post card 
with a request to answer questions 
such as: Do you think your shoes 
were a good value for the money? 
Which part of the shoe is wearing out 
most rapidly? If you bought a new 
pair, what improvements would you 
suggest? Can we send you a new pair 
of laces? 

There is many a question that you 
can ask and if you get a 10 per cent 
return you are lucky. The main thing 
is to get your customers thinking of 
your store once again. Then they'll 
come in. 

* * * 


“Pretty Shoes Make 
FEET even prettier” 
(Hochschild, Kohn & Co., Baltimore) 


* * # 


“Oh, Dem Golden Slippers” 


A popular Alabama, Ga., depart- 
ment store, already enjoying a good 
business in men’s shoes, recently un- 
veiled a window display featuring a 
“golden shoe.” Crowds gathered 
around the window (once again 
proved the drawing power of GOLD). 


PRETTY 


A two-foot-high Greek column, 
painted white, rose in the center of 
the window display. A royal blue 
velvet pillow, trimmed with golden 
cord, rested on the flat top of the col- 
umn. A man’s shoe, covered with a 
metallic gold finish, rested on top of 
the pillow. A scroll hung above the 
shoe, telling of the merits of the par- 
ticular brand of shoe on display. Sam- 
ples of the real shoe to be sold were 
grouped on fixtures around the column. 


* * # 


Two Solutions 


Many a corner shoe store has win- 
dows along the side street that are so 
shallow that effective shoe display is 
dificult. Some merchants meet this 
problem by saying that these will re- 
ceive little attention anyway so dis- 
miss the problem by placing a few 
shoes on the floor of the window. 

Others say that any display area 
will sell if used effectively and give 
considerable attention to the best pos- 
sible solution. Here’s one seen in a 
Times Square shoe store: 

Racks—eight-foot long—had been 
built one above the other in the ten- 
foot long by three-foot deep side win- 
dows. Painted a pale green to blend 
with the back wall, the racks were 
being used to sell year round play 
and casual shoes which might not 
merit front window attention at this 
season of the year. 

Another solution is to block off the 
window areas into smaller units with 
black paint, wrapping paper, or what 
have you, making small, well-propor- 
tioned units for the display of two 
or three shoes in each. Small win- 
dows have the advantage in that they 
concentrate the shoppers attention on 
one point. 





CODE OF ETIQUETTE 


tomers who are first, agree to let a latecomer, who 
is in a hurry, have priority. 

4. Be courteous to all customers and other em- 
ployees. Learn to handle tactfully the different types 
of troublesome customers. 

5. Carry on all conversation as quietly as pos- 


A prominent Philadelphia department store has 
set up the following rules to employees in dealing 
with customers. Such a code in the long run will 
bring greater profits to the store and more money 
to the shoe salesmen. However, it can’t just merely 
be posted for all to see, but management must fre- 
quently check to see that the rules are being followed. 

1. Greet customers with enthusiasm. Say “Good 
Morning,” “How do you do?” or some other appro- 
priate greeting as soon as possible after the customer 
enters the store. Use various greetings. 

2. Address customers by name if you know the 
name. Salesmen who cultivate a working memory 
for customers’ names are building a valuable asset 
for the store and themselves. 

3. Wait on customers in turn, that is unless cus- 


sible. Show a sincere interest in the customer's 
problems. 

6. Do not smoke, use tobacco or chew gum while 
talking to a customer. 

7. Thank customers for their purchases. Offer to 
be of further service in any way—for new shoes— 
adjustments—returns. 

8. Bid every customer “Good Day” when she goes. 

9. Be sincere in all courtesies; never purely me- 
chanical. 
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LLOYD BANK 


Buyer of women’s better shoes at 
Stix, Baer and Fuller, St. Louis. 


A BUYER who has bought shoes 
for several large firms soon learns 
what it is that makes customers 
come to his department instead 
of going to his competitors . . . or 
vice versa. Lloyd Bank, who before 
coming to Stix, Baer & Fuller in St. 
Louis as buyer of higher-priced 
women’s shoes, was at Brandeis in 
Omaha, Neb., is such a_ buyer. 
Queried as to his opinion on the 
most important factor in selling 
shoes today, Mr. Bank quickly re- 
sponded: 

“The service you give is the fac- 
tor that assures the success of your 
department. In this age when almost 
any buyer can get the same or at 
least comparable shoes, it’s the ser- 
vice your department has to offer 
that keeps the customer from going 
to your competitor . . . and makes 
a ‘solid customer’ for you. 

“There are many little things that 
can be included in this general term, 
service,” explained Mr. Bank. “Some 
are quite simple, but are often over- 
looked because of their simplicity. 
Here are just a few: 

“(1) COURTESY, which means 
prompt and courteous service to all 
customers. Remember, it’s the fac- 
tor that makes the first impression 
on the customer about your depart- 
ment. 


“(2) FIT THE CUSTOMER COR. 
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Suceessful Department 
Built on Service 


IT’S THE BIG FACTOR IN SELLING SHOES TODAY, FINDS 


LLOYD BANK, BUYER OF SHOES FOR STIX, BAER & FULLER IN 


ST. LOUIS—AND HE EXPLAINS WHY. 


Partial view of the second floor shoe department at Stix, Baer 
and Fuller, St. Louis. 


RECTLY. She is probably aware of 
the style she wants when she comes 
into the department, and given that, 
FIT is the factor that will make a 
repeat customer of her. 

“(3) DON’T LET YOUR SALES. 
MEN CUT YOUR CUSTOMERS 
SHORT by showing only one or two 
pairs of shoes in order to rush a 
sale. If there is anything else in your 
stock in her size, show it. If you 
don’t, and she takes a pair she is 
lukewarm about, she will probably 
bring it back after she has seen 
something else in other displays or 
advertisements. (But, don’t confuse 
her with too many shoes on the 
floor about her, either.) 


“(4) MAKE ADJUSTMENTS AS 
COURTEOUSLY AS YOU DO 
THE FIRST SALE. When a cus- 
tomer returns with a shoe problem, 
you should give her the same ser- 
vice you did when she made her 
initial purchase. 

“(5) KEEP A RECORD OF CUS.- 
TOMERS’ SHOE SIZES, particu- 
larly those who wear ‘odd-size’ 
shoes . . . such as unusually small 
sizes or extra large sizes. In our 
department we keep a record of the 
shoe sizes, and if ‘hard-to-get” sizes 
come in, our salesmen call their cus- 
tomers to tell them about them. 
They use these lists, too, to inform 

[TURN TO PAGE 37, PLEASE] 
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Doeskin Play Shoe for Constance Bennett 


Designed by Ted Saval for Constance Bennett, this glamorous little play shoe is 
made of Dusty Blue doeskin, trimmed with Dusty Pink glazed kid. Both leathers are 
from the Standard Division of Allied Kid Co. 





Ten Ways to Stimulate Gift Slipper Sales 


[CONTINUED FROM PAGE 23] 


tion in gift aisle set-ups and through 
store-wide display campaigns. A great 
many stores have found that for the 
convenience of hurried gift shoppers it 
pays to set up a long gift aisle some- 
where in the store where a wide variety 
of gift merchandise from all depart- 
ments is displayed. The shoe buyer will 
find that representation in these aisles 
is extremely valuable. And even in the 
exclusive shoe store, this same idea can 
be used to good advantage with a spe- 
cial gift aisle being set up and devoted 
to items such as slippers, novelty shoes, 
bags and gloves. Also worthy of con- 
sideration by the shoe buyer is a store- 
wide display campaign of the type used 
by another mid-western department 
store. Starting right after Thanksgiv- 
ing, the store gave each important gift 
department the benefit of store-wide 
display during one-day campaigns. On a 
busy day right after Dec. 1, the shoe 
department was permitted to show 
small displays of sample slippers on 
every counter in the store. Printed 
cards which accompanied the displays 
suggested slippers as ideal Christmas 
gifts, gave directions to the shoe depart- 
ment where they were carried. 

4. While slippers must be displayed 
conspicuously throughout the shoe de- 
partment in order to capitalize fully on 
departmental traffic, it also pays to 
dramatize the slipper line with a spe- 
cial booth or counter which conspicu- 
ously displays gift boxes and otherwise 
encourages immediate response to the 
gift slipper appeal. The main floor shoe 
department of the Denver Dry Goods 
Company, Denver, met this need last 
season with what was known as the, 
“Men’s Slipper Square.” A sort of 
booth at the entrance to the depart- 
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ment, the set-up drew a great deal of 
slipper business. The pillar around 
which it was built was covered with 
sample slippers and attractive gift 
boxes wrapped to depict finished slipper 
gifts. The store’s basement department 
got much the same effect with the aid 
of a large sign reading, “Men’s Slipper 
Shop.” Under the large-red-lettered 
sign was a 15-foot long display panel 
on which were mounted samples of a 
wide variety of slippers. 

5. In order to attract the attention of 
the prospect who might be interested in 
both men’s and women’s gift slippers, 
the shoe department of Ben Simon, Lin- 
coln, Neb., clothiers, used a series of 
specially-designed shelf displays for 
both of these classses of merchandise— 
displays which were scattered in differ- 
ent departments through the store. The 
display fixtures were simple, four-shelf 
stands, made of light-weight wood and 
building board and consequently easily 
spotted at any location in the store. 
Shelf backgrounds and floors which 
were placed at a slight angle for proper 
display were covered with cloth and 
crépe in holiday colors. The single-word 
sign, “Gifts,” was posted on each of the 
displays. 

6. Devise a clever name of some sort 
for your slipper department and feature 
it in your newspaper advertising as a 
means of creating curiosity. The shoe 
departments of the Nebraska Clothing 
Company, Omaha, did so with very 
good results last year. The slipper dis- 
play was set up to represent a bar and 
was featured in all advertising as the 
“Nebraska Slipper Bar.” 

7. If the rotogravure section of your 

[TURN TO PAGE 44, PLEASE] 











OPPORTUNITY for 
MEN OVER 40 


Men with years of experience 
in all kinds of shoe retailing— 
men who have had to work hard 
and have not received much for 
their efforts—are attaining suc- 
cess and happiness through the 
Health Spot Shoe Shop plan. 


They have a chance to earn 
more money than they’ve ever 
made before; their efforts result 
in profits for themselves. 


It is almost like working for 
yourself, except that you do 
not have to make any invest- 
ment, nor do you have the many 
responsibilities of owning a 
business. 


You can use your knowledge of 
fitting and selling shoes to the 
fullest extent and be properly 
rewarded. 


Ey 


Wm J. Freshour 
MANAGER 
HEALTH SPOT SHOE SHOP 
25 Capital Ave., ¥.E. 
BATTLE CREEK 


Mr. Freshour is typical of the 
many men all over the United 
States who are enjoying the 
benefits of our profit-sharing 
plan. 


MEN WANTED 


Send for an application blank 
today if you are interested in a 
job that pays a regular salary 
PLUS a liberal share of the 
profits. 


HEALTH SPOT SHOE SHOPS, INC. 


INDUSTRIAL AVENUE 
DANVILLE, ILLINOIS 











HANAN & SON, Inc., 671 
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ditionally Hanan in every detail. Great because 
Hanan Hurdler construction (securely patented) adds 
to Hanan style, tone and richness, an all-over, in- 
built super-flexibility which assures a feeling of 
restfulness and relaxation completely satisfying. 


Three 
Generations ° ° 
of IMlustrated is Style No. 2024, of 27 Tan Cretan Calf with double 
Shoecraft , welt sole... one of a distinguished trio of new Hanan Hurdlers 
Mastery instock. Write for the special folder on these great sales-builders. 


Leading R.tailers Say, 


“THEY'RE TRULY 
GREAT SHOES!” 


Leading retailers everywhere say Hanan Hurdlers 
are truly great shoes. Great because they are tra- 


North Sangamon St., Chicago, [Illinois 











Dramatize Importance of 
Correct Fitting on Air 


Et Paso, Texas — The shoe depart- 
ments of the Popular Dry Goods Co., 
here, have recently dramatized the im- 
portance of correct shoe fitting with a 
series of radio stories telling the part 
that feet have played in the lives of 
famous people. 

The dramatizations appear on a 15- 
minute morning radio program —a 
three-time-a-week show — designed to 
appeal to women. The broadcast uses 
bits of behind-the-scenes news, tying 
them into promotion of the store’s vari- 
ous departments. 

The commercials describe the com- 
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plete family service available at The 
Popular’s shoe departments, with par- 
ticular emphasis on proper fitting for 
children, 


Women Partners Open 
Juvenile Shop 


SARASOTA, FLA. — The Juvenile Shoe 
Shop is opening at 23 Lord’s Arcade 
and will specialize in children’s and 
misses’ shoes, The shop has been at- 
tractively decorated in beige and red. 
The red shoe bench carries an animal 
motif, which will prove interesting to 
children. Mrs. Bertha Odom and Mrs. 
Ruth Nathurst are jointly associated 
in operating the shop. 





There'll Always Be 
A Christmas 


[CONTINUED FROM PAGE. 17] 


Our show cases will be dressed up 
with narrow strips of black passe 
partout tape in window pane effect, the 
“glass” being kept to the edges of the 
show case glass to give free view 
through the center. Shelves in the cases 
will be covered with white sheet wad- 
ding and the ginger cookie babies and 
popcorn used for decorations. 

In addition to the gift suggestion dis- 
plays at every vantage point in the 
store, we shall have gift lists to dis- 
tribute to customers entering the store. 
At the left will be the alphabetical list 
arranged in five groups, gifts for men, 
for women, for boys, for girls, for 
babies, the space to the right of each 
item (with prices) being blank so that 
names may be written in. So far as 
possible, gifts will be grouped the same 
way. 

ReEcorDER Shoe Store windows for 
Christmas will carry out the “old fash- 
ioned” theme to some degree. We had 
intended reproducing an old-fashioned 
living room, with dummy windows 
covered by lace curtains in appropriate 
design, wall paper and pictures in keep- 
ing and a good-sized tree set in the 
back corner, the tree branches being 
trimmed away at the back to permit 
using a larger tree. This, however, in- 
volved considerable attic searching, so 
we decided to use the tree trimmed in 
popcorn and candles, "and so on, then 
make a border strip about 18 inches 
wide in white above a red lower section. 
In the border will be several of the cut- 
out figures similar to those used in the 
store. If you wish you might pattern 
this idea after the dining rooms that 
had plate rails above panels, setting the 
figures on the rail. 

In the other of the two windows, 
RECORDER Store will use a shallow “fire- 
place” with a Santa Claus portrait over 
it, similar to the one used in the store. 
Here also we will use a border strip 
with the “cookie” characters of cut-out 
pressed wood. We shall use the group 
idea in arranging our displays also— 
gifts for men, women, boys, girls, 
babies, making it easier for the cus- 
tomer to choose. For our advertising, 
we shall use the Santa Claus and char- 
acters, thus giving a complete tie-up. 


Stenchever’s Presents Fall Line 
Paterson, N. J.—Stenchever’s, well- 


known shoe retailers with stores in 
Paterson, Passaic and Hackensack, 
have just issued a striking advertising 
folder in rotogravure, presenting their 
Fall line of footwear for men, women 
and children. Tabloid in size and con- 
sisting of twelve pages, the folder is 
profusely illustrated with half tone cuts 
of new Fall shoes. The first page car- 
ries illustrations of the store fronts of 
the three Stenchever stores, including 
the new store in Paterson which has 
just been entirely remodeled and mod- 
ernized within and without. 
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Christmas Gifts with 
A Double Purpose 


[CONTINUED FROM PAGE 19] 


will, of course, be an important part of 
your Christmas stock-in-trade. But 
what about fabric gloves? You'll be 
doing your customers a kindness to re- 
mind them of the variety and style fea- 
tures of fabric gloves. Jersey knit 
broadcloth, for instance, which will tie 
up perfectly with a broadcloth bag. Or 
long lace gloves or mitts for evening to 
wear with lace evening gowns or the 
new lace evening slippers. Then there 
are the little black velvet mitten, gold 
trimmed to go with black velvet dinner 
sandals and velvet or velvet-trimmed 
dresses. 

And- then there are handbags. Pro- 
mote your leather bags with your 
leather gloves and your leading shoe 
styles, but make a point also of a few 
fabric bags and show how they fit into 
the style picture, too. 

As to footwear, there are several 
types that make popular gift items. 
Last week we showed two pages of 
house and leisure shoes of all kinds to 
coordinate with types of house gowns 
and pajamas. We show two more slip- 
pers here, suitable for almost any kind 
of evening wear from hostess gowns 
to even more formal clothes. 

And speaking of evening shoes, what 
gift could be more welcome than a com- 
plete evening set—shoes, bag, gloves 
and stockings, as we show them here? 
Evening slippers, glamorous as they 
are this Winter, are even more lovely 
when worn with the right bag and other 
accessories. 

Prominent among footwear gift pos- 
sibilities are rubber overshoes, galoshes 
and boots. There are so many attrac. 
tive models on the market—from smart, 
conservative galoshes and the new 
higher fur-trimmed velveteen boots to 
cowboy and military types. There are 
boots for every taste. And for dry but 
cold days, there is the new high gaiter, 
laced over hooks . . . very smart and 
practical for casual town and country 
clothes. 


Editor’s Outlook 
[CONTINUED FROM PAGE 24] 


even to the smart guy himself who fig- 
ured that price was the golden idol for 
all to worship. 

In the last analysis, the public gives 
you more than you can ever give it. 
It gives you money—something you 
desire. Never forget that no matter 
what the item is that you are selling 
and what it costs, you, personally, can’t 
consume it. You must give it to some- 
body else for more money than it cost 
you. So you see, the consumer dollar is 
worth more than anything else. The 
consumer has learned value and now 
has the money to buy it. 
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* Trade-mark Registered U.S. Patent Office, An Exclusive Tannage of — 
JOHN R. EVANS &€ CO., CAMDEN, N. J. 





C.P.S.L.A. Outing 


[CONTINUED FROM PAGE 26] 


It was just that. Even the weather 
man was kind, the sun shone, the tem- 
perature was tolerable, the scenery 
beautiful and the course reasonably 
tough. At any rate this was the con- 
sensus of the golfers, and those who 
took to other forms of time-passing, 
horseshoe-pitching, tennis, putting con- 
tests and the like have equally enjoy- 
able memories. At any rate close to 
200 members and their guests took part 
in the semi-annual event of this purely 


social organization, and in the dinner 
which followed it. 

The latter was marked by entertain- 
ment and singing by professional talent, 
ably assisted by H. E. Sneyberger, both 
as leader of the group singing and co- 
operator with the professional talent. 

The conclusion of the dinner was the 
occasion for the distribution of a long 
list of prizes to the golfers, classed so 
as to include the good, the medium and 
the duffers, and for the other types of 
contests that were included in the pro- 
gram. Altogether this affair will go 
down in the history of the organiza- 
tion as one of its most successful affairs. 
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TWO 
F THE MONTH 


. . Favorites of a line of 
over 100 Smart in-stock Styles 


Statistics, based on advance orders, show that these 


two handsome 
server Shoes are out- 
line of over 100 <= 


Wright Arch Pre- 
stepping the entire 
smart-looking mod- 


els to make themselves the Shoes of the Month. 


All Wright Arch Preserver 
the way of making sales rec- 


season, for their built-in ex- = 


feature comfort appeals to 
ever before. 


Shoes are in 
ords every 
clusive, four- 


active men more than 


Push these leaders and get the sales, for 
both shoes are strongly advertised in na- 
tionally important, influential publications 
like ESQUIRE, TIME and FORTUNE. 





A few franchises still left 
. . excellent profits with 
good, steady repeat busi- 
ness assured. Write for 
details to E. T. Wright & 
Co., Inc., Dept. BS 9, 
Rockland, Mass. 





WRIGHT 


4 HIDDEN 

COMFORT 

FEATURES 

1. Patented 
Shank 

2. Metatarsal 
Raise 


3. Flat 
Forepart 


4. 





Fitting 





Arch Preserver Shoes 


FOR ACTIVE MEN 








Washington News Reel 


[CONTINUED FROM PAGE 15] 


honest effort” to avoid purchase of materials made in 
violation of the wage-hour law rather than bar their 
goods from interstate commerce as “hot goods” under 
the provisions of the law. Protective steps through 
which a company can convince the administrator of its 
honest efforts include payment of a price for materials 
that make their production at the minimum wage pos- 
sible; and keeping a reasonable check through supply 
contracts and ordinary trade contracts on the labor 
practices under which materials purchased are produced. 
This is the gist of a statement on wage-hour enforce- 
ment policy in which General Fleming recalls that his 
agency has infrequently exercised its power to prevent 
shipment sof stocks assembled from materials produced 
in violation of the law. He warns, however, that where the 
wage underpayment is due to the low prices paid to 
suppliers for the goods, he will continue to invoke the 
section barring such goods from interstate commerce. 


WITH manufacturers’ excise taxes of 10 per cent ap- 
plicable for the first time to electric, gas and oil ap- 
pliances, including flat irons, stoves, fans, mixers and 
vacuum cleaners, Price Administrator Leon Henderson 
cautions retailers, wholesalers and manufacturers 
against pyramiding the taxes, thereby subjecting con- 
sumers to a price above the actual excise tax. 

Explaining that, properly figured, the excise tax 
should be left out of all mark-up calculations, and that 
“pyramiding” of the new tax constitutes a dangerous 
threat to the general price structure, Mr. Henderson 
adds: 

“Where a manufacturer sells an article for $100 and 
passes on the 10 per cent excise tax it results in a price 
of $110 to the wholesaler. Should the latter compute his 
regular mark-up price on the $110 price, instead of on 
the $100 base, the price to the retailer will be raised by 
more than the amount of the tax. If the retailer in turn 
calculates his mark-up, on this total, the final cost of the 
article to the ultimate consumer will be raised con- 
siderably in excess of the actual excise tax.” 


* 7 * 


DEFENSE HOUSING COORDINATOR PALMER of. 
fers slight solace to those affected by rigid priorities 
restrictions imposed on house construction. 

“The system of priorities for housing is now agreed 
upon and put into operation,” says Mr. Palmer. “We 
shall make every effort to adapt this system to changing 
circumstances, and to make it operate so as to impose 
the least possible hardship under the necessary condi- 
tions of urgent defense. But everyone realizes that 
priorities are one of the horrors of war, at best. They 
add one more complication to the inevitable complexitv 
of modern high-powered business and industry.” 
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Upward Revision of Hide Ceiling Talked 





Cattle Men’s Association Manifests Concern Over Wide Price 
Disparity Between Domestic and Argentine Hides, 
While Farm Bloc Shows Interest 


New York—Artificial influences have, 
temporarily at least, counterbalanced 
the inexorable law of supply and de- 
mand in the hide market. Rarely has 
the trade witnessed such keen and per- 
sistent demand for raw hides as has 
been the case for the last few months 
and, what is more, there does not ap- 
pear to be any cessation in the aggres- 
sive buying. As a matter of fact, tan- 
ners are satisfying their requirements 
only in part from purchases of big 
packer hides, and are using increasing 
quantities of foreign hides. Leading 
packers, meanwhile, have been pursuing 
a policy of allocating hides to regular 
customers and endeavoring to satisfy 
needs of tanners in some measure. 

It is doubtful whether leading pack- 
ers have ever been so well sold up on 
stocks of hides as is the case at the 
present time. Even with the increased 
weekly kill, currently, the demand for 
big packer hides is far in excess of the 
supply. There are not enough hides to 
go around, and nobody is satisfied. In 
self protection leading packers are not 
disclosing their sales to tanners or of 
the bookings they make to their own 
tanning connections. The urgency of 
the demand for hides here combined 
with the aggressive buying of world 
hides by the United States, Great Brit- 
ain, Russia and Canada, has forced the 
foreign hide price structure upward. 
As a matter of fact, standard Argen- 
tine heavy frigorifico steers, which are 
comparable in quality to the domestic 
butt branded steers, are selling at a 
price that is equal to 2% cents a pound 
higher than the domestic hides. And 

this is for approximately the poorest 
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hides in the Argentine, compared to 
approximately the prime take-off hides 
in the United States. This disparity 
is a normal economic development, with 
free and competitive bidding forcing 
the South American market higher, 
while the domestic market is stalemated 
by the ceiling prices fixed by the OPA. 

It must be borne in mind that the 
short haired season in the Argentine 
is about to start, with the Spring sea- 
son getting under way. This means 
more desirable hides from South Ameri- 
ca and it is logical to assume that the 
price structure may improve further. 
How much of a premium the foreign 
hide markets will command before there 
is any revision in domestic ceiling 
prices is conjectural. At first blush, it 
can be strongly argued that raising of 
the ceiling for domestic hides will in 
no way produce any greater quantities 
or result in any larger importations of 
foreign hides. This undoubtedly may 
be taken as a true fact. However, if 
the administration’s attitude as far as 
major agricultural commodities is to be 
accepted as a criterion, it is not beyond 
the realm of probability that to satisfy 
the farmer and cattle raiser, an ad- 
vance in the ceiling levels of at least 
moderate proportions would meet with 
a great deal of approval and conform 
with the indicated views of the Admin- 
istration toward agricultural commodi- 
ties. 

That the hide market is well behind 
the advance which has been taking 
place in commodities is a foregone con- 
clusion. It is most interesting to note 
that prices of hides today, compared 

[TURN TO PAGE 45, PLEASE] 
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Imports Shoes from China 


New YorkK—A new line of boudoir 
and hostess slippers, specially designed 
for the American trade, is now being 
imported from China by Frank T. 
Musson, a native New Yorker and third 
generation of his family to sell shoes 
in the U. S. A. 


FRANK T. MUSSON 


Mr. Musson has been responsible for 
importing several foreign models which 
have influenced current American 
women’s styles. Among these are the 
Norwegian moccasin and the Finnish 
wooden shoe, the Nurmi. Mr. Musson 
also represents several English lines. 


Gordon Joins 
Service Boot & Legging Co. 


New York — Alexander Gordon has 
severed his connection with Bona Allen, 
Inc., after an association of 19 years, 
to become buyer and general manager 
of the Shoe Division of The Service 
Boot & Legging Company, 120 East 
16th Street, New York. 





Build a Bigger 
Family Trade! 


It’s easy to do when you give 
your customers the health 
and comfort advantages of 
modern X-Ray Fitting Service. 


Parents who have their chil- 
dren’s shoes X-Ray fitted, 
want to try it themselves. 
Mother tells‘dad how satis- 
factory it is; “one child tells 
the others, _ pretty soon 
you have the*Whole family 
coming your way. 


Of course, one family sells 


. other families on the X-Ray 


idea, too; and in a short time 


} you attract a profitable vol- 


ume of family trade from 


| your entire trading area. If 


you wish, X-Ray supplies 
promotional ma- 
terial and ideas 
to get you started. 





The First Step 


—is to order your X-Ray Shoe 
Fitter now, early in your Biggest 
Season. You needn't increase your 


Invested 


either. Ask us 


how to buy it Out-of-Inventory. 


Ari A 
X-RAY 


pan 
\ 


SHOE FITTER %ac. 


3533 NORTH PALMER STREET 
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Regional Consultants End Training Period 


Business consultants as they appear in the above photo with Secretary Jones 
and Department of Commerce officials, also the locations of the regional offices 
to which they have been assigned, are as follows: Sitting (left to right): Carl H. 
Henrikson, Jr., Philadelphia; Under Secretary of Commerce Wayne C. Taylor; 
Secretary Jesse Jones; Carroll L. Wilson, Director, Bureau of Foreign and 
Domestic Commerce; C. C. Fichtner, Chief, Division of Regional Economy; and 
Wilford L. White, Chief, Regional Research Unit. Standing (left to right): Eldon 
C. Shoup, Boston; Robert H. Leding, New York City; William A. Spurr, Cleve- 
land; W. Cornell Dechert, Richmond; Roscoe Arant, Atlanta; Wesson S. Hertrais, 
Chicago; Arnold L. Skinner, Minneapolis; Joseph H. Taggart, Kansas City, Mis- 
sourl; Virgil D. Cover, Dallas; and Raymond Reeves, San Francisco. 


WASHINGTON, D. C.—The regional 
business consultants in the photograph 
above have just left Washington after 
an intensive training conference, which 
extended over three months. During 
this period, they discussed policies and 
plans with officials of a number of 
federal agencies whose operations are 
of direct interest to business men. 

The work of these business consul- 
tants, who are located in the regional 
offices of the Department of Commerce 
is threefold. First, they will make 
available to business executives, editors 
and trade association officials all the 
information they have gained in: Wash- 
ington. With sound business experi- 
ence behind them, they will be able to 
work with business groups, possibly 
offering new solutions to old problems, 
spell-out new problems and suggesting 
solutions. Mutual confidence should be 
promptly established, since the regional 
business consultant has no authority 
other than is vested by his instructions 
to cooperate where such cooperation is 
solicited by individuals or groups of in- 
dividuals. 

Second, these regional business con- 
sultants will present to Washington the 
attitudes of business men who have to 
meet the payrolls of the country. It is 
highly essential, if the Department of 
Commerce is to function wisely in be- 
half of business, that it know what are 
the problems of business. These con- 
sultants will report not only the prob- 
lems of business in each of the regions 
but also the proposed solutions to these 
problems offered by business men. 


Third, the regional .business consul- 
tants will periodically report on busi- 
ness conditions in their regions, they 
will encourage the study of industrial 
and commercial problems both by pri- 
vate enterprise and the university 
schools of business and departments of 
economics throughout the country. 
These men know that sound facts are 
the best answer to economic blackouts 
and that new facts are needed to meet 
current changes. 


Capitol District Retailers 
Elect Officers 


SCHENECTADY, N. Y.—Mason Hall of 
this city, co-owner of the Patton and 
Hall shoe store, State Street, was 
elected treasurer of the Capitol Dis- 
trict Shoe Retailers Association at the 
organization’s annual meeting held 
here recently in Hotel Van Curler, 
Schenectady. 

Other officers elected included Leo 
Thomas, Troy, president; Raymond 
Quinn, of Cohoes, vice-president; Mar- 
tin Lindsay, of Cohoes, secretary. 

John W. Mills of Schenectady pre- 
sided. 


Named Manager 


CHarITron, Ilowa.— Galen Raymo of 
Shenandoah has been appointed assis- 
tant manager in the Brown Shoe-Fit 
Company store here. He is an experi- 
enced shoe salesman. 
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making sure of your christmas stocks? 


“Cu F¢ TEEZ € is the slipper that 


Sells 


If there ever was a slipper that has proved 
its extra salability and its extra profit pos- 
sibilities, that slipper is the lovely “PUFF- 


“ree. U.S. Pat. OF. 


“PUPF-TEEZE” has built-in heel, soft cushioned insole, giant silky 
pompom, leather sole and special backstrap construction to keep 
them on firmly, at all times. In rayon satin; solid royal blue, 


solid burgundy, and red with black. 


TEEZE.” 


Through magazines and news- 


papers and in the stores, “PUFF-TEEZE,” 
in sales results, does its stuff every time. 
Special construction of “PUFF-TEEZE” 
eliminates unnecessary widths and simplifies 
merchandising. Complete stocks maintained 
for immediate delivery. Kegularly adver- 


tised in Mademoiselle and Vogue. Sold on 


exclusive agency basis in cach city. Liberal 
NOW IS THE TIME TO WRITE 
FOR SAMPLES AND COMPLETE DETAILS. 


L385 PAIR 3% 10 DAYS 10eé PAIR FOR ADVERTISING 


RUTH SHOE COMPANY, 


ALBANY, N. Y. 





Delman Shows 
New Collection 


New York — Delman, Inc., held a 
preview of new shoe fashions at the 
Delman salon of Bergdorf-Goodman, 
here, recently. That changing times 
and changing clothes for the 1941 
woman of activity have influenced shoe 
styles was evident from the collection 
of shoes. Casual models, “dress-up” 
styles and evening slippers were in- 
cluded in the collection. A number of 
interesting patterns featured fur trim- 
ming, usually combined with suede to 
give unusual toe effects. Many of the 
daytime shoes were shown in black and 
brown; others appeared in colored 
suedes, such as taupe, wine, green and 
cordovan. 

The series of casual models was most 
interesting. There were a number of 
tailored types reflecting the casual 
mood; some had finely defined square 
toes; others were shown on a new low 
walled last. Included in this tailored 
casual group were sabots studded with 
nailheads, stepins with saddle stitching 
or tailored tucks in antiqued calfskin. 
Horn-backed lizard was combined with 
bucko to make a series of interesting 
casuals on low walled lasts. 

Hand-tooled shoes, a revival of medi- 
eval leather tooling, were shown on 
modern lasts in russet, brown or beige 
calfskin, and syede and calfskin com- 
binations. 

Very feminine pumps and pump sad- 
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dals were shown, with interesting 
models in suede with dressmaker varia- 
tions. A small elasticized tape at the 
throat was a new feature to eliminate 
cutting at the instep. Among the inter- 
esting dressmaker trimmings which ap- 
peared were a keg of pleated suede; 
loops of grosgrain resembling opera 
glasses; a suede spool wound with 
colored silk thread; a thin envelope 
buckle grooved with fine copper wire 
crosslines; a gold wedding ring en- 
circled by a frilled flounce. 

The evening collection was most 
elaborate. There were hand painted 
designs on gold or silver kid; gay 
satins in rainbow colors; antique bro- 
cades in Persian design; slippers with 
an overlay of Spanish lace on satin; 
massive jeweled buckles. 


Successful Department 


Built on Service 
[CONTINUED FROM PAGE 30] 


their customers when new styles have 
arrived. These personal services are 
greatly appreciated by all women. 

“In addition to the little service you 
give in your department, you, the 
buyer, will do a great service by keep- 
ing a check on what the customer wants 
and buying accordingly. 

“Remember, trends change quickly 
today, and the wise buyer buys early in 
moderate quantities, to be safe, checks 


the best-sellers quickly and re-orders at 
once. The smartest buyer can never 
know very early in the season, or pre- 
season, when he has to buy, just what 
style will click and what one will not. 
This check early in the season will 
eliminate many markdowns later. Since 
the biggest profit lies in best-selling 
shoes, the necessity of keeping sizes up 
in best-sellers is quite obvious. 


“Even though fashion business rep- 
resents greater markdowns than arch 
shoe business, you must remember that 
these fashion customers may bring in 
arch shoe customers. If you keep these 
fashion-conscious women buying in 
your store, it will help the ready-to- 
wear departments in selling the same 
customers. Every time a customer goes 
into a competitor’s store to get high- 
style shoes, there is that chance of her 
making additional sales there. 

“An accurate stock control is essen- 
tial in every shoe department today,” 
advised Mr. Bank. “We keep a daily 
record of every shoe sold in our depart- 
ment. I can open my book at any time 
and tell which are the fast-moving and 
which are the slow-moving shoes. This 
record is invaluable in reducing mark- 
downs, for we keep the best-sellers 
‘sized up’ at all times, and either reduce 
or put a P.M. on slow-selling models 
early ... for, don’t forget, your earliest 
reduction is the cheapest.” 
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> Rubber Heels Offer to Become Manfield 


A Salesman for Your Store...) «ere = 


Presents 
AVIATION BOOTS 
Made in England by our 


master craftsmen and ac- 


-without pay 


OTHING sells your shoes 


again and again to peo- 
ple more effectively than 
the enduring style and com- 
fort they get out of them. 
Pp L.T.s. Left and Right Heels 
have proved to many shoe 
dealers that they help do that. 
For these famous heels with 
the extra left and right pads 
keep shoes treading level, to 
hold their shape better and so 
retain comfort and smartness. 
Just specify I.T.S. long-level- 
wearing heels at your own or 
contract shop—and let them 
help increase your sales. 








1.7.8. Left and Right 
Men's Heels. 


THE I-T-S CO., ELYRIA, OHIO 


merit. 
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Retailers Dined by West Coast Salesman 


Present at the head table are, left to right: Munroe Gamm, assistant manager of 

men's shoes; Harry R. Terhune, Boot and Shoe Recorder; Miss Joyce Jones, accessory 

advertising for the May Co.; Douglas Locke; Paul Kirsh; Harry J. Evans; Sol Shapiro, 

assistant manager of the Dr. Locke women's department; Robert C. Hearne, head 

Dr. Locke salesman in the May Co.; Miss Helen Garvey; Mr. Kirsh's assistant in the 

children's department, and Lewis C. Rolley, manager of the Dr. Locke shoe depart- 
ment at H. C. Capwell Co., Oakland. 


Los ANGELES, CALIF. — Main floor 
shoe department employees and depart- 
mental heads, 58 in number, were din- 
ner guests of Harry J. Evans, western 
representative for the Lockwedge Shoe 
Corp., at the Biltmore Hotel, here, re- 
cently. Douglas Locke, factory repre- 
sentative, was presented to the group 
by Mr. Evans. Following dinner a film 
was shown which detailed how shoes 
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are made. Feature speaker was Mr. 
Evans, who spoke on “The Thrill of a 
Sale.” Paul Kirsch, May Co. shoe man- 
ager, acted as master of ceremonies. 

Similar group meetings have been 
held along the Pacific Coast by Mr. 
Evans in the H. C. Capwell Co., Myer 
Frank Co., Nordstrom’s and the White 
House. 


cepted the world over as 
representing quality and 


CARRIED IN STOCK 
AT OUR AMERICAN 


HEADQUARTERS 


MANFIELD 
& SONS 


325 Arch Street 
PHILADELPHIA, PA. 


Send for stock catalog of 
Riding Beots, Jodhpurs, 
Field and Aviation Boots. 





Green Shoe Employees 
All Out for Defense Bonds 


Boston, Mass.— Employees of the 
Green Shoe Manufacturing Company, 
makers of the Stride-Rite shoe for 
children, have subscribed for approx- 
imately $15,500 in Defense Bonds in a 
factory-wide campaign which took only 
two days to complete. Voluntary sub- 
scriptions were made by 90 per cent of 
the company’s 400 employees, making 
the average per capita about $43. 

“All things considered,” commented 
a member of the Federal Defense Sav- 
ings Staff of New England, when the 
facts had been brought to his atten- 
tion, “this is one of the best perform- 
ances we have on our records to date.” 


Chicago Leather Men 
Close Season with Outing 


Cuicaco, Itt.—The Hide & Leather 
Association of Chicago closed its sum- 
mer season Sept. 24 with a final golf 
outing held at the Calumet Country 
Club. Jim Morrison of Reilly-White- 
man-Walton Co., was low net winner 
and was awarded the South Side Golf 
Trophy. Earl Pierce, of A. F. Gailun 
& Sons Corp., was low gross winner. 
Emery Holderness, of United States 
Leather Co., and E. Nelson, of General 
Rendering Co., tied for second low 
gross. 
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Michigan Travelers Hold First 
Meeting of Fall Season 


DetroiTr, MicH.—The Michigan Shoe 
Travelers’ Club held their first general 
Fall meeting at the Hotel Statler as 
a mixed session, with the wives of the 
tiavelers as guests of the evening. The 
lodies sat right through the business 
session—and were really interested. 

Card games, with prizes for the 
idies, and refreshments followed. 
Plans were discussed for both social 
and business activities for the 1941-42 
season, with an annual Hallowe’en 
party set for October 30 at Saks’ Show 
Bar, noted Detroit night spot. A bingo 
party, to be sponsored jointly with the 
Retail Shoe Dealers Association, is be- 
ing planned for November. The next 
Club meeting has been set a week early, 
on Friday, October .24, because of the 
Hallowe’en date. 

Reports on the plans for the Mich- 
igan Shoe Fair took up a large part 
of the program. President Frank Huet- 
ter appointed Herman Meyer as co- 
chairman for the event, representing 
the travelers, to work with Clyde K. 
Taylor, co-chairman of the Fair ap- 
pointed by Richard J. Schmidt, presi- 
dent of the Michigan Retail Shoe Deal- 
ers Association. 


Who Is the Dean? 


BALTIMORE, Mp. —In a recent issue 
of The Recorder, some doubt was ex- 
pressed as to whether or not William 
A. Ickler was the dean of the shoe 
buyers, having served continuously for 
34 years. Mr. Ickler, of Snellenburg’s, 
probably holds the Philadelphia record 
but the national deanship of the shoe 
buying fraternity is claimed by Nathan 
Schenthal of Baltimore. 

Mr. Schenthal has been the shoe 
buyer for Hochschild, Kohn & Company 
continuously for the past forty-four 
years. He was chosen for the position 
before the store itself had been com- 
pleted. He has never had any other 
position and he has succeeded in build- 
ing the department from scratch to one 
of the most important in the country. 
Mr. Schenthal and Mr. Ickler are fast 
friends of long standing and Mr. Schen- 
thal is quite willing for Billy Ickler to 
receive the homage and the medals and 
acclaim that his long service entitles 
him to enjoy but he wishes to point 
out that his friend Billy is not yet 
really in the veteran class. 


Less Shoes for 
British Civilians 

MONTREAL, CAN.—Civilians in Great 
sritain are now getting along with 
24,500,000 fewer pairs of boots and 
shoes a year, but a steady increase in 
the numbers shipped overseas is re- 
ported from Northampton, heart of the 
shoe industry. 

Before the war Britain bought 105,- 
October 
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TMS 1S 
Ftoko GONZALEZ, 


A MEXICAN 
SAD MAN 


wit A 
GooD cove! 


Chicago, lil.—The executive committee of the Central States Shoe Fair which held 
its first official meeting in Chicago at the Morrison Hotel, September 28. Dates for 
the second annual Central States Shoe Fair were set for May 17, 18, 19, and 20, 


1942. 


Members of the committee shown above are, left to right, seated: George 


Slater, secretary-treasurer; Carl E. Verburg, convention chairman, and Urban K. 

Allen, director of publicity. Standing, left to right: Algot Bowman, vice-chairman; 

Curtis Johns, edtertainment chairman; H. B. Lovall, reception chairman; Roland E. 

Lips, chairman salesmen's attendance committee; L. L. Imig, vice-chairman; Sid 

Weber, vice-chairman; E. H. Dickinson, program chairman, and W. J. Crawford, 
chairman retailers’ attendance committee. 





000,000 pairs of leather boots and shoes 
a year and it is a sufficient indication 
of the large resources of the British 
industry that, not until July 1, two 
years after rationing had been begun 
in Germany, was it necessary to re- 
strict the total of 80,500,000 pairs. 

As there is in addition a vast output 


of service boots and shoes and of all 
kinds of footwear for export purposes, 
there will be no margin for waste. 
Types unnecessary in wartime are dis- 
couraged today and standard specifica- 
tions may even be introduced for cer- 
tain types of working and walking 
boots and shoes. 
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Workshoes 





STEEL TOE 
SAFETY SHOES 
and 


POPULAR PRICED 
WORK SHOES 


Holliston, Massachusetts 








UNION 
MADE 
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St. Louis Jobs 
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CLEAN 
CURRENT STYLES 


St. Louis’ finest makes always 
on the floor. 


JOBS .. . SAMPLES 
CANCELLATIONS 


Women's better s 
in dress and sport ear 


SCHNEIDER SHOE CO. 
1404 Washington Ave., St. Louls, Mo. 














280 Firms Reserve Space 
For Boston Show 


Boston, Mass. — Exactly 192 manu- 
facturers of women’s and children’s 
shoes and slippers have already re- 
served display rooms at the next Bos- 
ton Shoe Fair of a total of 280 ex- 
hibitors who have reserved 435 display 
rooms, according to Louis H. Salvage, 
president of the New England Shoe 
and Leather Association, sponsors of 
this show. 

This Boston Shoe Fair is primarily 
a volume manufacturers’ showing of 
Spring, 1942, lines, and will be held 
during the first week of next December 
at the two official hotels, Hotel Statler 
and Parker House, Boston. 


Clark Buys Portland Store 


PORTLAND, OrE.—R M. Clarke has 
purchased the Health Spot Shoe Store 
from P. S. Doumitt. Previously Clarke 
traveled the Northwestern territory 


for the Musebeck Shoe Co. Current 
business is far ahead of expectations, 
with every indication of a successful 
season ahead, the new proprietor finds. 
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Ernest N. Park Completes 
50 Years as Shoe Merchant 


Syracuse, N. Y.—Ernest N. Park 
this Fall completes 50 years in the re- 
tail shoe business with his interest in 
it as keen as when he began as an ambi- 
tious young man half a century ago. 
He was one of the founders of the 
New York State Shoe Retailers Asso- 


ERNEST N. PARK 


ciation, was elected its first president, 
served a second term in that office and 
remains one of its most active members. 

Mr. Park is associated with his son, 
Robert Park, in the retail shoe business 
of Enrob, Inc., in the building of the 
Park-Brannock Company, headed by his 
close friend, Otis Brannock. For many 
years Mr. Park was buyer for the store. 
His name has always been linked with 
quality in shoes and he recalls that he 
got $5 a pair for the finest shoes in the 
early years of his career. 

Ernest R. Park, likewise a former 
president of the New York State Shoe 
Retailers Association, and Charlies 
Park, head of Park Sons, Inc., shoe de- 
partment, both sons of E. N. Park, are 
engaged in the retail shoe business in 
Rochester. 


G. I. Byam Joins 
Grover Staff 


Boston, Mass. — The J. J. Grover 
Shoe Company of this city, manufac- 
turers of hand turned shoes for women, 
announces the addition to its sales staff 
of G. I. Byam, well known throughout 
the southern states where he has trav- 
eled for many years. Mr. Byam, better 
known in the trade merely as “By,” 
will soon be on the road with his line 
of Grover footwear, again calling on 
the many friends he has throughout 
that section of the country. Formerly 
he carried the C. B. Slater line. 
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There Ain’t No Sense To It 


PaTerson, N. J.— When a picket 
pickets a picket, that’s news. That’s 
what happened in front of Blonder’s 
Shoe Store, here, recently. The Newark 
local CIO, which has been picketing 
Blonder’s Shoe Store in that city where 
a strike has been in progress for over 
two years, sent a representative to 
picket the Paterson store urging pa- 
trons not to shop there. There is said 
to be no connection between the two 
stores, however, and the Paterson local 
sent a man to picket the picket, explain- 
ing that there is no strike or labor dis- 
pute in the Paterson store, and asking 
customers to continue to patronize the 
store. The Paterson store was negoti- 
ating with the union. The two stores 
are owned by a father and son, respec- 
tively, each run independently, with 
their own leases and bank accounts. 


From St. Louis to California— 
That’s the Army 


MARSH FIELD, CALIF.—R. P. McEwen, 
who was assistant manager of men’s 
shoes at Famous-Barr in St. Louis be- 
fore he joined up with the Army, is 
now stationed in this camp. He has 
been advanced to the rank of corporal 
and is serving in the -Intelligence and 
Public Relations department of the 
Army, a subject in which he majored 
while in college. 
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Current Hide Demand 
Stock Pile Obstacle 


WASHINGTON, D. C.— Creation of a 
zovernment stock pile of hides, leathers 
and tanning materials has been given 
sericus consideration by federal officials 
during the past several weeks, but as 
yet has not been decided upon. 

Major obstacle in the way of such a 
plan is the lack of supply of surplus 
hides and leather with which to create 
such a stockpile. There are only two 
possibilities at the moment, officials 
explained. One would be a curtailment 
of regular consumption through some 
government action, and the other would 
be importation of low-grade hides from 
South America. These latter hides pre- 
viously went to Europe, but these mar- 
kets have now been shut off. 

There is a possibility, officials ex- 
plained, that domestic consumption of 
leather may begin to fall off somewhat 
soon. At the present time, production 
of shoes exceeds consumption and stocks 
are piling up, it was said. 

Unless this situation develops, or 
priorities are issued on hides and 
leather, there is little prospect for a 
stockpile being created at this time. 

The question however, has not been 
dropped, and officials of OPM are care- 
fully surveying the entire situation to- 
gether with various possibilities. No 
immediate action, however, is likely. 


Charles Hahn Heads 
Buffalo Shoe Store 


RocHEsTer, N. Y. — Charles Hahn, 
who used to be a member of the whole- 
sale shoe firm of Frank W. Hahn & 
Company of this city, is now head of 
Sattler’s in Buffalo, which is one of 
the country’s most successful retail 
shoe stores. It was 50 years old last 
year. 

Mr. Hahn, a son-in-law of the late 
John G. Sattler, founder of the busi- 
ness, had been its general manager for 
a number of years, but took complete 
charge of it with the passing of Mr. 
Sattler, who had many original meth- 
ods which contributed to the firm’s 
success. 


Addition to Daly Bros. 
Belfast Factory 


BELFAST, Me. — Between $6000 and 
$7000 will be raised to add to the Bel- 
fast Building Company’s building occu- 
pied by Daly Brothers, shoe. manufac- 
turers. Daly Brothers now have orders 
for 75,000 pairs of garrison shoes for 
the army and 35,000 pairs are to be 
made at the Belfast factory where the 
working force will be increased from 
600 to 650 persons. 

The Belfast Chamber of Commerce 
in approving the raising of the neces- 
sary funds, named Clement W. West- 
cott, Ralph L. Cooper, Fuller C. Went- 
worth and Mayor George C. Thompson 
to arrange for the raising of the money. 
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Back-of-Letter Ad 


© TOUR FEST tire quickly? Our new America-in- 
Action Shoes designed by Walk-Over help keep 
you fresh despite longer hours on your feet. 
If you think you're hard to fit 
we're here to change your mind 


85 SIZES AND WIDTHS TO FIT YOU COMFORTABLY 


WALK: OVE 


Americe-in-Action She-s 


mine ne $7.95 
Siacs Above 12 — $8.95 
Others At $7.75 


LIFE 


KING STREET—AT WARREN 


Matthew A. Condon, of Charleston, S. C., 
used this interesting advertisement on 
the back page of a letter he issued re- 
cently to extend to customers of the 
Condon Store for Men the privilege of 
using the Charga-Plate as a time-saving 
means of credit identification in their 
shopping. 


Harrisburg Men’s Store 
Moves and Remodels 


HARRISBURG, Pa. — The London Boot 
Shop, formerly located at 15 North 
Third Street, has recently moved into 
larger and more modern quarters at 
86 North Third Street. Operated by 
Fred Friedman, the store is one of 
Harrisburg’s smartest men’s shops. 

The interior is illuminated with 
fluorescent-indirect lighting. Modern 
chrome chairs in contrasting colors are 
conyeniently arranged. 

A red carpet lends contrast to the 
Turkish red ceiling and the red and 
white wallpaper above the shelving. 
The ‘office is located in the rear of the 
store behind an Old English window 
front containing a smart display of 
shoes. 

One large and one small indirectly- 
lighted windows provide ample space 
for attractive displays of men’s shoes. 


Prescott Opens New Offices 
At the Chamberlain 


Des Mornges, la. — J. E. William 
Prescott, who represents the A. H. 
Weinberger Company in Iowa, is now 
maintaining headquarters at the Hotel 
Chamberlain, Des Moines. 

He has for many years been’ secre- 
tary-treasurer of the Iowa Shoe Trav- 
elers’ Association, and acts now as 
Regional Governor for the National 
Shoe Travelers’ Association for the 
states of Iowa and Nebraska. 
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The Flexibility sure is swell, 
Let’em wear them, Time will tell. 
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Obituaries 


Morton B. Samuels 


BALTIMORE, Mp.—Morton B. Samuels, 
who founded the shoe firm of M. 
Samuels & Company, Baltimore, died 
suddenly, recently, of pneumonia. Mr. 
Samuels lived at the Hotel Belvidere 
and was stricken suddenly a few days 
before his death. He was moved to 
Sinai Hospital where he suffered a sud- 
den collapse, 

Mr. Samuels was born in Richmond 
April 21, 1870, and he founded the 
Baltimore company which bore his 
name about fifty years ago. About 
1903, just after the great Baltimore 
fire, Mr. Samuels opened a retail shoe 
store on West Lexington Street. It was 
an exclusive men’s store in a district 
where only women’s shoes were sold. 
But the men’s district had been devas- 
tated by the conflagration. This store 
was the very first link in what was 
later to become one of the largest retail 
chain of shoe stores in America. 

At first these stores featured only 
men’s shoes; women’s were later added 
to mo&t of the links and hosiery was 
also included. Mr. Samuels retired 
twelve years ago and most of the busi- 
ness was then taken over by what is 
now known as the Cannon Shoe Com- 
pany. 
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Morton Samuels had diversified in- 
terests. He was formerly a director of 
the old Citizens National Bank and at 
one time was vice-president of the 
Sinai Hospital and he donated a large 
sum of money to build a memorial 
building, dedicated to his mother, for 
this institution and he later established 
a second unit to this building. He was 
a member of the Phoenix Club, Sub- 
urban Club and Chesapeake Club and 
he was a thirty-second degree Mason. 
His widow is his sole survivor. She 
was the former Miss Belle Hess, a sis- 
ter of the late Meyer S. and Isaac S. 
Hess, of the well-known Baltimore shoe 
firm of N. Hess’ Sons. 


John E. Murphy 


BINGHAMTON, N. Y.— John E. Mur- 
phy, 71, Endicott-Johnson tannery sup- 
erintendent, died recently. A brother 
of Francis Murphy, former governor of 
New Hampshire, he had completed 29 
years with the company and was well 
known and liked throughout this area. 
He was a native of Greenfield, Mass., 
and was former superintendent of the 
Pierce Tannery at Olean. 





Army Announces Open 
Market Purchases 


Boston, Mass.— Open market pur- 
chases of footwear and measuring 
devices with a total dollar value of 
approximately $180,000 have been an- 
nounced at the local Army base. Con- 
tracts are: 

La Crosse Rubber Mills Co., La 
Crosse, Wis., 5,400 pairs of hip rubber 
boots at $3.45 per pair; United States 
Rubber Co., Naugatuck, Conn., 20,000 
pairs at $3.50; Tyer Rubber Co., And- 
over, Mass., 2,503 pairs at $3.50; Good- 
year Rubber Co., Middletown, Conn., 
5,016 at $3.51; Hood Rubber Co., Wat- 
ertown, Mass., 10,000 at $3.52; Con- 
verse Rubber Co., Malden, Mass., 6,000 
at $3.58; Goodyear Footwear Corpora- 
tion, Providence, R. I., 1,081 at $3.60; 
Brannock Device Company, “Syracuse, 
N. Y., 100 Brannock footwear measur- 
ing devices at $48.50 each. 


Shoe Man Takes Stand 
On His Job 


RACINE, Wis.—Failure of the press 
to include mention of shoes in its 
fashion description of the Duchess of 
Windsor elicited a letter from “A Shoe 
Man” to Tex Reynolds, columnist in 
the Racine Journal-Times, as follows: 

“Dear Tex: On Thursday you had 
an article about the Duchess of Wind- 
sor. You wrote about her ‘black suit 
with a jacket of simple design, black 
gloves and a black leather bag’—but 
never a word about her shoes! The 
reader might have got the impression 
that she was barefoot, when the fact 
is she wore black shoes. Nothing is 
more important to a woman’s appear- 
ance (be she duchess or dishwasher) 


By Appointment to HM King George 


ENGLAND'S PREMIER 
QUALITY SHOE POLISH 


For more than fifty years WREN'’s, 
the original Wax Shoe Polish, has 
been the choice of well-dressed 
Englishmen. The distinctive smart- 
ness which its brilliant finish im- 
parts, and its unique leather-preserv- 
ing and waterproofing properties have 
given WREN’s an outstanding posi- 
tion amongst the World’s Shoe Dress- 
ings. 
Supplies can be obtained from the follow- 
ing Distributors: 
WEST COAST: The . et Leather Co., 
a0 Se. Spring Street, ANGELES, Cali- 
ornia. 


MIDDLE WEST: Mandus Eee & Co., 223-225 
West Lake St., Chicago, 

NEW vorr ciTY and ha The Majestic 

Leather 308 Bowery, New York. 


A leader in ( 





Since 1889 











than her shoes. I trust you will pub- 
lish this mild correction—or do I have 
to hope that you get corns, on both 
feet? 


Chicago Travelers’ Directory 
Off the Press 


CuIcaco, ILL. — The 1941-1942 mem- 
bership directory of the Shoe Travelers 
Association of Chicago is now off the 
press and being distributed. The direc- 
tory contains a list of firms represented 
by its members, a statement of the 
aims and purposes of the association, 
together with information about its 
monthly shoe shows, and a message 
from the National Shee Travelers As- 
sociation. This year’s book is in keep- 
ing with the times, having an attrac- 
tive red, white and blue cover. 


Bill Kenney Ill at Home 


BALTIMORE, Mp.—William C. Kenney, 
shoe buyer of the Bostonian department 
of The Hub, Baltimore, has been con- 
fined to his home for several weeks. 
Bill Kenney has been buying the better 
men’s shoes at The Hub for some years 
and he kept on the job until it became 
imperative for him to submit to a real 
rest. Mr. Kenney’s condition is not 
serious although he will be confined to 
his home for several more weeks before 
again assuming active duty. 
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CGabardines in Demand 
For Second Fall Run 


Cuicago, Itu.—Gabardines to be used 
for second Fall sellings were in par- 
ticular demand by retailers attending 
the regular monthly shoe show held 
by the Chicago Shoe Travelers at the 
Hotel Morrison, September 29 and 30. 
A number of out-of-town retailers in- 
cluding officials of the Wisconsin Shoe 
Retailers Association and the [Illinois 
Shoe Retailers’ Association, were in 
attendance. 

In addition to gabardine, smooth 
leathers in both brown and black pol- 
ished ealf continued to hold up well, 
with tan calf continuing particularly 
strong. Alligator prints are also be- 
ginning to come in. Nailhead trims and 
platform types marked the chief nov- 
elty trends, both being types which are 
receiving considerable retail promotion 
in the Chicago area. In sport shoes, 
moccasins continued to dominate the 
buying trend, although saddles continue 
to move in large volume in many sec- 
tors. There was also a marked demand 
for crepe rubber soles, which, when 
obtainable, were priced over and above 
leather and rubber soles in those types. 

Prices generally ran from five to 
seven cents higher than those at the 
August show. Slipper lines experi- 
enced excellent sales at this show. 
Merchants who had not anticipated 
price increases found that there were 
no more slippers attainable for the 
$1.95 and $1.98 retail group, that 
bracket buying advanced to $2.45 and 
$2.50. 

Several of the sport and high style 
show houses were displaying advance 
Spring styles on play shoes with con- 
siderable interested evidence by the 
trade. 


185 Pairs to One Customer 


Mapison, Wis. — Charles Frailing, 
manager of the Walk-Over Shoe Store 
here, has sold 185 pairs of shoes to one 
of his customers since Aug. 28 of this 
year. The shoes are all the same style— 
a black calf oxford with an arch fea- 
ture—and are all size 10B. Total value 
of the shoes bought since August is 
$1,760. 

Mr. Frailing explains that the cus- 
tomer was sent to him by a doctor. 
When he came to the store he was sup- 
ported by two canes, the result of a 
bad case of arthritis. Mr. Frailing sold 
him a pair of special arch shoes and, 
ever since, he has purchased about 
three pairs each month, believing that 
when the soles become flexible, the 
shoes are of no value to him. 


Women’s Shoe Prices 
Due for Rise 


RocHester, N. Y. — Increases in 
prices of women’s shoes which will be 
more in line with those already made 
by manufacturers of men’s shoes is 
indicated here, as one manufacturer 
gave notice of substantially higher 
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Jackson, Mich.—Rackley & Strom recentiy opened an enlarged and modernized de- 
partment in Glasgow's, Inc., here, and the photo above was taken in the department 
upon the occasion of the formal opening. The sales force, left to right: Ivan Joslyn, 
display manager; Frank Everett, advertising manager; Ted Lee, salesman; Art Allen, 
salesman; Al Hertler, department manager; Keith Gardner, salesman; Ed Rackley, 
president, Rackley & Strom; Mart Bringardner, Vitality Shoe Company representa- 
tive; O. B. Kemmerer, president and general manager of Glasgow's, Inc. 


in 





prices to retailers due to higher costs 
of materials and labor. 

Up to the present—during the na- 
tional emergency — increases in price 
for women’s shoes ranged from 10 to 
25 cents a pair, and even these addi- 
tions were not made by local shoe fac- 
tories while they had materials in 
stock at former prices. Raises in chil- 


dren’s shoe prices amounted to only 10 
or 15 cents a pair. 

But as stocks of raw materials that 
were on hand became exhausted and 
labor costs mounted, it became apparent 
that women’s shoe prices were going 
up, and retailers placed many orders. 
There has been difficulty in getting 
them filled and that condition continues. 
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Ten Ways to Stimulate 
Gift Slipper Sales 
[CONTINUED FROM PAGE 31] 


Sunday newspaper is available for ad- 
vertising and the rates aren’t prohibi- 
tive, consider the possibilities of adver- 
tising slippers through this medium. 
Because illustrations are much more 
attractive in the sepia tones of the roto 
page than in black and white as used 
on ordinary newsprint, this medium is 
particularly suitable for gift advertis- 
ing. In many cities there has been a 
marked trend toward its increased use 
during recent holiday seasons. A few 
large stores have even gone so far as to 
compile veritable illustrated gift direc- 
tories which are published in roto sup- 
plements to the Sunday roto section. 

8. Give employees an inducement of 
some type for going after holiday slip- 
per business—for instance a timely 
sales contest. Since it is only human 
nature for people to like games of skill 
as well as the winning of prizes, one 
leading shoe man recommends contests 
which provide for this element. He of- 
fers this significant suggestion. Some- 
place in the back room put up a large 
cut-out of a gift slipper. On it, paint 
a series of small targets marked with 
amounts ranging from 25 cents to a 
dollar—more if you like. Keep track of 
the numbers of pairs of slippers sold by 
each employee and for every so many 
pairs, pay him whatever amount is 
specified on the individual target. 

9. Starting early in the season and 
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Detroit Shoe Men Plan for Annual Show 


Seated, left to right: Walter H. Magee; Herman Meyer, travelers’ co-chairman of 

show; R. J. Schmidt; Frank A. Huetter; Clyde K. Taylor, retailers’ co-chairman, and 

Bruce Dickman. Standing: Larry Silvers, Sam Kane, Guy Dixon, Dave Brown, S. S. 
Weiss, Clarence Armbruster, Sam Plotier and Nathan Hack. 


Detroit, Micu. — Detailed plans for 
the Michigan Annual Shoe Fair to be 
held at the Hotel Statler in January 
were worked out at a special meeting 
held at the home of Walter H. Magee, 
buyer for Crowley-Milner and Com- 
pany in company with other leaders of 
the Detroit shoe industry. 


Unique in the meeting was the pres- 
ence of the wives of practically all the 
shoe men attending. The ladies are 
making plans for the entertainment of 
all ladies who will attend the Fair and 
Convention and have organized their 
own committee for this purpose. Wo- 
men’s committee is shown below. 


Seated, left to right: Mrs. Armbruster, Mrs. Meyer, Mrs. Silvers, Mrs. Kane, Mrs. 
Brown and Mrs. Hack. Standing: Mrs. Plotier, Mrs. Huetter, Mrs. Taylor, Mrs. 
Dickman, Mrs. Magee and Mrs. Schmidt. 





carrying through until a week before 
the holiday, feature a lay-away plan. 
In recent years, various stores have 
used with a high measure of success, 
the slogan, “Lay Away a Gift, a Day.” 
Newspaper copy and store signs sug- 
gesting that theme, accompanied by 
suggestive selling from employees will 
bring outstanding results. 

10. If you keep a size record which 
gives the names and addresses of out- 
of town customers, be sure to get in 
touch with them early in the season, 
suggesting gift slippers for the whole 
family. A personalized form letter in 
which the name of the individual cus- 
for this purpose. However, if your 
mailing list is too large to make this 
type of advertising practical, printed 
tomer is used as a fill-in are preferable 
literature covering new styles in gift 
slippers may be used with good results. 


Noon-Hour Service 


SoutH BEND, IND.— Newman’s are 
enjoying an increased shoe trade from 
business women by employing addi- 
tional help during the noon hour, so the 
busy business women can be served 
immediately during their noon hours. 
They have eliminated the long waiting, 


which has kept business women from» 


shopping for their shoes during their 
short noon lunch time. 


Gribbon in New Store 


Tacoma, WasH.—M. P. Gribbon has 
moved into his new store at 916 Pacific 
Ave.. This shop has many new features 
planned to increase foot comfort ser- 
vice to the trade. Cantilever and 
Ground Gripper are the concentrated 
lines. 


Boot and Shoe Recorder 
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Upward Revision of Hide 
Ceiling Talked 
[CONTINUED FROM PAGE 35] 


with prices prevailing a year ago, show 
nv marked discrepancy. However, it is 
calculated in some statistical directions 
that the year 1916 may be taken as a 
truer comparative year as far as hides 
are concerned. Making such compari- 
sons, it is found that bulls are 6% cents 
under the 1916 level and the prices of 
other selections of hides approximately 
19 cents a pound lower than the prices 
prevailing 25 years ago. 


Argentine Market Steadies 


For a time the South American hide 
market was somewhat disrupted on 
talk to the effect that the United States 
and British tanners may cooperate in 
the South American hide buying but 
this was soon dispelled when it was 
realized that such a move would make 
for an unfavorable reaction in South 
American countries, and have an ad- 
verse influence on the good neighbor 
policy. Argentine hides quickly im- 
proved as an urgent demand developed 
not only from the United States but 
Great Britain, Japan and Canada, and 
even Russia. In addition, Russia has 
purchased fairly large quantities of 
leather in Buenos Aires during the 
month of September. This afforded an 
opportunity for Buenos Aires tanners 
to buy hides at advancing prices. They 
are well able to afford paying the high- 
er prices as compared with United 
States tanners in that they had no 10 
per cent duty or 5 per cent ocean 
freights to add to their costs. 

While there is every reason to expect 
a continuation of the present strength 
in the spot hide situation, there is also 
a possibility of a gradual slackening in 
the demand before many weeks have 
passed. Inventories of hides and leath- 
er have been accumulated, according to 
close observers. How much accumula- 
tion has taken place beyond normal re- 
quirements, it is impossible to gage. 
It is known that shoe inventories are 
also at a substantial level. When these 
accumulations will have effect on the 
market is anybody’s guess but the con- 
sensus is that as long as purchasing 
power remains at the current high level, 
with prospects of increased national in- 
come next year, which, it is felt, will 
more than overshadow higher taxes to 
the average consumer, it is doubtful 
whether anything short of definite 
peace developments would have much 
effect on the hide or leather markets 
for some little time to come. 


Improved Shipping Situation 


A reassuring development of late, as 
far as hides supplies were concerned, 
is found in the marked betterment in 
the shipping situation. Not many 
weeks ago it was extremely difficult to 
purchase and obtain hides from South 
Africa and what'is more it would take 
some six weeks to two months for these 
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hides to arrive. The question of con- 
voys and the like, as well as the diffi- 
culty of obtaining freight space, were 
the dominating factors. Today hides 
are being received from South Africa 
in a period of three weeks and even 
less. The United States navy can be 
thanked for this encouraging develop- 
ment. Although nothing official has 
been forthcoming, it is logical to as- 
sume that the South Atlantic has been 
made a much safer area with the pres- 
ence of United States naval vessels. 
This augurs well for continued record 
breaking importations of foreign hides. 


Strong Tendency Seen 


On the whole, the hide situation 
should remain strong for quite a while 
longer. Current increased slaughter, 
record breaking importations of foreign 
hides, the possibility of some inclina- 
tion not to increase inventories further, 
and the likely slackening of shoe pro- 
duction, may all tend to take the edge 
off the extreme tightness in the hide 
market. That is not to say however, 
that higher prices for domestic hides 
will not be witnessed. After all, con- 
certed efforts may be made for such a 
move. A step in this direction has been 
taken by the Cattlemen’s Association. 
This organization manifests concern 
over the wide price disparity between 
domestic and Argentine hides. It is 
also intimated that these interests are 
meeting with a favorable reaction from 
the farm bloc. Then again, packers 
may find it more lucrative to increase 
their bookings to their own tanning con- 
nections than to sell raw hides at cur- 


rent ceiling levels. This may all com- 
bine to force action in Washington for 
an upward revision in the levels which 
were last established on September 
13th. 

The present rate of demand in the 
United States is for 28 to 30 million 
hides annually. The kill for the cur- 
rent year may run somewhat above 20 
million. Importations are at a suffi- 
ciently high rate to make up the differ- 
ence. In addition, the supply of cattle 
at the end of this year in the official 
census will probably show a total of 
very close to the 1934 peak. Federal 
inspected slaughter thus far this year 
is running about 10 per cent ahead of 
the same time a year ago, and the out- 
look for cattle receipts for this year is 
considered as favorable, and for next 
year is expected to run well above that 
of 1941. 


Handy Package for Rainy Days 


New YorK—A new women’s heel-less 
slipon rubber has recently made its 
appearance on the market. Extremely 
light in weight, the new rubbers can 
be carried in their rubberized draw- 
string bag in milady’s purse. They are 
made under the trade name “Tra-Flex” 
by the Transcontinental Rubber Com- 
pany, a newly-organized concern, that 
has developed a special formula that 
it said to give added strength and wear- 
ability to the rubbers. 

They are made in black, brown, blue 
and red in either a plain or decorative 
pattern. 





Classified and Want Ads 





SALESMEN WANTED 


FOR SALE 


HELP WANTED 





SHOE SALESMEN to handle world’s finest 

line of white shoe dressings. Want only 
men well known and well established in their 
territories. Give complete information to— 
HOUSE OF FAYRIN, Louisville, Kentucky. 





HOE SALEMAN, experienced, selling Cor- 

rective Footwear retail. Age, experience and 
references treated confidentially. One hour from 
New York. Address $309, care Boot & Shoe 
sagt 100 East 42nd Street, New York, 
Fi 





MANUFACTURER of Women’s Style Shoes 

retailing at $4 and up wishes to build up a 
sales force to cover the United States. Appli- 
cations should give in detail all previous experi- 
ence, sales records and territory desired. Ad- 
dress B-307, Boot and Shoe Recorder, 140 
Federa! Street, Boston, Mass. 





SIDE LINE SALESMAN 


SIDE LINE SALESMEN to sell a line of 

Children’s and Women’s Sport Shoes and 
Novelty Slippers, New York State, Connecticut, 
New Jersey, Pennsylvania, Ohio and Michigan. 
Address $313, care Boot & Shoe Recorder, 100 
East 42nd Street, New York, N. Y. 


POSITION WANTED 


MANAGER: married; Age 30; deferred; 10 

years’ experience; managing; window trim- 
ming; buyer; desires change from present local- 
ity. At present employed as Manager; am- 
bitious; aggressive; congenial; best references. 
Will go anywhere. Addres $298, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York, N. Y. 


SITUATION WANTED by experienced and 

capable Hand Cutter and Designer of Ladies’ 
and Men’s Shoes. ALFONS STOESSL, 117 
Jefferson Avenue, Springfield, Mass. 

















OQ NE-MAN Advertising Department wants re- 

sponsible job with manufacturer or dis- 
tributor. 10 years’ shoe experience in mer- 
chandising direct to consumer, through dealers 
and direct mail. He has a great deal to offer 
progressive organization. Moderate salary. Ad- 
dress B-315, Boot and Shoe Recorder, 140 
Federal Street, Boston, Mass. 





SHOE BUYER, 25 years’ experience; refer- 

ences supplied; will go out of town. Ad- 
dress $314, care Boot & Shoe Recorder, 100 
East 42nd Street, New York, N. Y. 





E.XPERIENCED SHOE MANAGER or As- 

sistant Buyer, 36, college; good appearance; 
successful operator. Address $310, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York, N. Y. 





ODERN SHOE STORE in _ Southwest 

Washington town of approximately 15,000 
population. Best location, good lease. Address 
#311, care Boot & Shoe Recorder, 100 East 
42nd Street, New York, N. Y. 





SMALL FAMILY SHOE STORE in Arling- 
ton, Va. Fastest growing city in United 
States. A good living; doing an excellent busi- 
ness; illness and no other reason for selling; 
five year lease; Complete new, clean stock of 
Nationally advertised brands; popular prices. 
Rent, One Hundred a month; present inventory 
of Eight Thousand Dollars. Modern, new build- 
in. ADDRESS BOX $341, ARLINGTON, VA. 





LINE WANTED 








LINES WANTED 


for Middle Western territory, including Chi- 
cago and St. Louis. Volume factory lines. 
1. Better grade padded ‘eather sole 
slippers 
2. Play shoes, $2. to $3. retailers 
Present volume non-conflicting slipper line, 
quarter million dollars annually. 
Will interview in New York, week of October 
26th. 
Address Box 300, BOOT AND SHOE RECORDER, 
209 South State Street, Chicago, tl. 











PRING, MANUFACTURER’S LINE for 

Michigan and Indiana; twenty years on ter- 
ritory. Misses’ and Children’s preferred. . Ad- 
dress $316, care Boot & Shoe Recorder, 100 
East 42nd Street, New York, N. Y. 





LINE WANTED by young man with estab- 

lished clientele in Eastern States only in 
better grade stores, for Ladies’ Casual Shoes 
and Slippers. No sidelines. Address $312, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York, N. Y. 





ARGE California Associate Orthopedic Foot 

Practice desires quality shoe corinection: 
Neat combination walking last, wide tread, 
narrow waist and heel, deep toe cap, 14/8th 
heel, broad base. Price, full particulars and 
your proposition to Address $308, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York, N. Y. 





XPERIENCED SHOE SALESMAN return- 

ing to California would like to become affili- 
ated with some Eastern Shoe Manufacturer in 
Pacific Coast territory. 12 years’ experience, 
selling, distribution and marketing. Excellent 
background; knows territory well. An asset to 
any organization. Wire or write at once. Ad- 
dress $306, care Boot & Shoe Recorder, 100 
East 42nd Street, New York, N. Y. 


NEED EXPERIENCED SHOE DEPART. 

MENT MANAGER, over draft age, with 
knowledge of women’s shoes and window trim- 
ming. Must have A-1 reference. Good salary 
and percent of busi Reply to S. Marks, 
care The Smart Shop, Concord, N. C. 








OPPORTUNITY for experienced, wide-awak« 
retail shoe man, gentile, about thirty-five, 
to take charge of selling, window trimming, 
assist in buying and management of exclusive 
shoe store in city over 75,000 population, in 
Illinois, 1940 sales, $33,000.00. Clientele 90% 
American men and women. Prices, $4.50 to 
$12. Good corrective business, easily increased 
by intelligent selling and operation. Here is a 
real opportunity for a partnership on a mini- 
mum investment of $1,000.00 and an interest 
in a growing business. Give references with 
application. Box 305, care Boot & Shoe 
— 209 South State Street, Chicago, 
inois. 





FOR RENT 


SHOE DEPARTMENT FOR RENT; One 
Hundred Per Cent Location. BLONDELS, 
10 East 14th Street, New York City. 








WANTED TO PURCHASE 








CASH 


For Entire Stocks or Surplus Merchandise. 
This is a good time to dispose of them. 
ee ee ee a ewe 
ces. 
CAMITTA SHOE COMPANY 
16 8. 3rd St. Philadelphia, Pa. 
Phone Lombard 2062 








SHOE STORES WANTED 
FOR CASH 


Men's, women’s, 
from $5.00 and up. 
sumed. Write in confidence to 
A. L. BARIS, Pres. 
BARIS SHOE CO., INC. 
79-81 Reade St., New York 
Unusual references on request 











MANUFACTURERS—RBETAILERS 
SURPLUS STOCKS 
We buy for cash surplus or complete shoe stocks. 
Branded or unbranded. Generous prices. 
Write, wire or phone. 
BARSH & CEASAR 
19 N. Fourth St. Philadelphia, Pa. 
Phone Market 1 














CLASSIFIED ADVERTISING RATES 
The rate for “Position and Lines Wanted" advertisement is 4 cents per word for all undisplayed advertise- 
ments. Minimum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum 
charge, $!.25. When a box number is desired twelve words should be added for the address. In all other cases 
each word of the address should be counted. , 
The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 
we Advertisements for this page must be In our New York office on Friday of the week preceding publication. -oa 
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MERCHANTS NEEDS 





WIZARD 

ARCH BUILD 
HAVE HELPED 
THOUSANDS 


. foot sufferers, I 
mean ... but that goes 
for shoemen, too. For, 
after all, your store's prosperity depends so 
much upon the service you render and the 
foot comfort you give. The patented Wizard 
principle of overiapping pockets and inserts 
makes it possible for you to offer profitable 
foot relief to your trade with an amazingly 
small stock investment. Your mark up 100%! 
Write for details to Trimfoor Co., 4060 Forest 
Park Blvd., St. Louis, Mo.” 


WIZARD ARCH BUILDERS 











MATS FOR YOUR 
NEWSPAPER ADS 


Eliminate high cost 
GRAVINGS! For that bis increase—use SHU. 
SERVICE. Send for your copy of our NEW FALL 
ISSUES. 
SHU-MAT CO. 
584 E. Whittier St., Columbus, Ohie 














HOTELS 


MERCHANTS NEEDS 





Pn 
{/) 7 
WK 
Oe 


NEW—PRE LON 
SHOE DRESSING APPLICATOR 
NO SOILED HANDS 
MEN — WOMEN — CHILDREN 
A GREAT 
LITTLE 
PROFIT 
MAKER 
OR 
PREMIUM 
RETAIL 
10¢ 


SAMPLE ON REQUEST 


BABS 160 N. LA SALLE ST. 


CHICAGO, ILL. 
IAL A IIE 

















WANTED TO PURCHASE 








SELL YOUR SUSPLUS STOCKS 


KIRSCH-BLACHER CO., INC. 
wm tw established 1915 
surplus or complete stocks of shoes 
from retailers, jobbers and manufacturers. 
Visit owr new warehouses 
108-110 Duane Street, New York 
Phone: WOrth 2-5377 and 5378 and 5379 











WE BUY 
us Wholesale and Retail 
randed Shoes such as 
im, Enna-Jettick, Vital- 
Queen Quality, Bos- 
tonians, Stetson, Red Cross, Nunn-Bush, Ete. 

t B VIN = o B) IN 
The House of 
89 Reade St., Sor. C Church 

Phone Barclay 7-7887. New York City 


Entire or §& 














October 11, 1941 


Thompson Named to 
Defense Sub-Committee 


ATLANTA, GA. — Oscar Thompson, of 
the Thompson-Boland-Lee Shoe Com- 
pany, has been named a member of a 
sub-committee of the Defense Industry 
Advisory Group on shoes, leather prod- 
ucts, hides, skins and leathers. He is 
one of the few southern shoe men to 
be called upon by the Office of Produc- 
tion Management. 


S. D. Siegel Convalescing 


From Illness 


BALTIMORE, Mp. — Samuel D. Siegel, 
basement shoe buyer of Hutzler 
Brothers Company, Baltimore, is slowly 
recuperating from a _ serious illness. 
Several weks ago, Mr. Siegel was re- 
turning home from his department 
when he was stricken. His recovery 
has been slow and tedious but his many 
friends will be happy to learn that he 
is “out of the woods” although it may 
be some time before he again returns 
to active duty in the shoe department 
of Hutzler Brothers. 





| other than that of a bona fide owner; 





WNERSHIP, MAN- 


STATEMENT OF THE O 
EME: UIRED 
OF AUGUST 24, 


1912, AND MARCH 3, 


OF BOOT AND SHOE RECORDER, pu 
weekly at Philadelphia, Pa., for October a, 
State of New York } es. 

County of New York 
Before me, a ae. Public in on for the State 
Everit 


uly sworn 


se that he is the 
SHOE 
the best 


blished 
1941. 





Dp, ma t (and if a daily paper, 
the circulation), etc., of the aforesaid publication 
for the date shown in the above caption, 
by the Act of August 24, 1912, as amended by 
the Act of March 8, 1933, embodied in section 
537, Postal Laws and ms, printed on the 
reverse of this form, to wit 


1. That the names and, addresses of the — 
lisher, editor, managing editor, and 
agers are: Publisher, Chilton Compa. ne., 
E 42nd Street, New York, N. Y.; Editor, 
D. Anderson, 52 Nassau Drive Great Neck, L. 
Managing Editor, Raymond L. ee as a 
Guilford Street, Forest Hills, L. 1, N. ; Busi- 
ness Manager, Everit B. Terhune, Sr., 160 ob 48th 
Street, New York City. 


2. That the owner is: (If owned by a corpora- 
tion, its name and address must be stated and also 
immediately thereunder the names and addresses 
of stockholders owning or hold one per cent or 
more of total amount of stock. If not owned by «a 

ration, the names and addresses of the in- 
dividual owners must be given. If owned by «a 
firm, company, or other unincorporated concern, its 
mame and address, as well as those of each in- 
dividual member, must be given.) Chilton Com- 
pany, ax we and 66th Streets, Philadel- 
. Musselman, 260 Sycamore Avenue, 
Merion station, Pa.; J. 8S. Hildreth, 63 Overhill 
Road, Bala-Cynwyd, Pa.; G. H. Griffiths, 165 
Montclair Avenue, Montclair, N. Y¥.; Charlotte M. 
Terhune, 160 E. 48th Street, New York, N. Y.; 
John Blair Moffett, Fishers Road, Bryn Mawr, 
Pa.; ©. 8. Beur, 69-11 Yellowstone Bivd., Forest 
Hills, a. aot Os. Van Deventer, 12 Phillipse 
Place, Yonkers, N. Y.; P. M. Fahrendorf, 19 
Tunstall Road, ‘Scarsdale, N. ¥.; Mary M. Acton, 
260 Sycamore Avenue, Merion Station, Pa.; Mabel 
M. Musselman, 260 Sycamore Avenue, Merion Sta- 
tion, Pa.; Dorothy 8. Johnson, 1827 N. Greenway 
Drive, Coral Gables, Fla.; Anne E. Tomlinson, c/o 
Bankers Trust Company, P. 0. Box 704 Church 
Street Annex, New York, N. Y.; Ethel G. Breen, 
Trustee u/w of Charlies W. Anderson, 51 East 42nd 
Street, New York, N. ¥.—Beneficiaries: Robert ©. 
Anderson, Percival E. Anderson, Charies W. 
Anderson, Jr., Annie L. Clark; John Blair Moffett, 
1608 Walnut Street, Philadel . 
J. Howard Pew, J. N. Pew, dr., Myrin, 
Mary Ethel Pew; Elizabeth'J. Bailey and Ellwood 
B. Chapman, Trustees Estate of James Artman, 
Deceased, 930 Real Estate Trust Building, Phila- 
delphia, Pa.—Beneficiaries: Franklin Artman, Vera 
Watters, Alvin C. Artman, Elizabeth J. Artman, 
Marion A. Pratt, George H. Pratt, by assignment, 
Edwin Moll, by assignment; Bankers Trust Oo., 
and Wilfred T. Pratt as Trustees u/w of Eugene 
Sly F. B. O. Beulah B. Sly, P. O. 704, City 
Hall Station, New York, N. Y. 


8. That the known bondholders, mortgagees, and 
other security holders owning or holding 1 per cent 
or more of total amount of bonds, mortgages, 
other securities are: (If there are none so state) 
NONE. 

4. That the two paragraphs next above, giving 
the names of the owners, stockholders, and security 
holders, if any, contain not only the list of stock- 
holders and security holders as they appear upon 
the books of the company but also, in cases where 
the stockholder or security holder appears upon 
the books of the company as trustee or in any 
other fiduciary relation, the name of the person 


| or corporation for whom such trustee is acting, is 


given; also that the said two paragraphs contain 
statements embracing affiant’s full knowledge and 
belief as to the circumstances and conditions under 
which stockholders and security holders who do 
not appear upon the books of the company 4&5 
trustees, hold stock and securities in a capacity 

and this 
affant has no reason to believe that any other 
person, association, or corporation has any interest 
direct or indirect in the said stock, bonds, or 
other securities than as so stated by him. 


5. That the average number of copies of each 
issue of this publication sold or distributed, 
through the mails or otherwise, to paid subscribers 
during the twelve months preceding the date shown 
above is (This information is required from daily 


| publications only) 


B. TERHUNE, Pres 
(Bignature of business manager.) 
Sworn to and subscribed before me this 18th 
day of September, 1941. 
MAE A. GATZENMEIER, 
Notary Public, New York County, 
Clerk’s No. 410, Register's No. 2G500 
Commission expires March 30, 1942 
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Dates to Remember 


Monthly Shoe Buyers Day, Michi- 
fo See 


, Detroit, Mich. 
October 20, November 17, 1941 
October Shoe Show, McAlpin 
Hotel, New York. 
October 26-28, 1941 
Introduction of Spring Footwear 
Fashions of St. Louis Shoe Man- 
afacturers Association, Hotel 
Commodore, New York. 
October 26, 27, 28, 29, 1941 


ing, 
York. October 26, 27, 28, = 1941 
Monthly Shoe Show, Shoe Travelers 
Association of Chicago, Hotel 
Morrison, Chicago, IIl. 
October 27, 28, 1941 
Spring Showing by Quality Shoe 
Manufacturers’ Group, Vander- 
bilt Hotel, New York. 
October 27, 28, 29, 1941 
Annual Fall Frolic Boot and Shoe 


ork, 

York City, Tuesday Evening. 
October 28, 1941 

Fall Style Show, Iowa National 

Shoe Travelers Association, 

Chamberlain Hotel, Des Moines, 
Iowa. November 2, 3, 4, 1941 

Annual Shoe Buyers Week, In- 

diana Shoe Travelers Associa- 

—< Claypool Hotel, Indianap- 
Rake 30, December 1, 2, 1941 

Boston Shoe Fair, New England 

Shoe & Leather Association, 
Hotels Statler and Parker ey 
Boston, Mass. 

December 1, 2, 3, 4, 1941 

Annual Convention, National Shoe 

Travelers’ Association, Morrison 

Hotel, Chicago, Ill. 

January 3, 4, 1942 

NATIONAL SHOE ee. Hotel 

Stevens, Chicago, III 

January 5, 6, 7, 8, 1942 

Michigan Annual Shoe Fair, Jointly 

Sponsored by Michigan Retail 

Shoe Dealers Association and 

Shoe Travelers Club of Mich- 

igan, Hotel Statler, Detroit, Mich. 
January 11, 12, 13, 1942 

27th Annual Convention and Foot- 


Radisson, Minneapolis, Minn. 
January 11, 12, 13, 1942 
Joint Annual Convention Texas- 
Oklahoma Shoe Retailers 
ciation and Southwestern Shoe 
Travelers Association, Texas 
Hotel, Fort Worth, T. 


exas. 
January 11, 12, 13, 14, 1942 
Middle Atlantic 


Annual Convention 
Shoe Species, Ben- 
nia, Pe. J a 19, 20, 

‘a. anuary , 1942 

Central States Shoe Fair, Hotel 


icago, Ill. 
May 17, 18, 19, 20, 1942 





Gets Army Last Contract 


RocHESTER, N. Y.—The Schelter Last 
Works, Inc., of this city has been award- 
ed a War Department contract for 2857 
ean of oxford lasts for a total of 





A Buying Guide 


BOOTS AND SOES 


BASS, G. H., & CO., Wilton, Me. .... 

BELLAIRE SHOE CO., Portland, Me. ...... 

BRAUER BROS. SHOE CO., St. Louis, Mo. ..... 

BROOKS SHOE MFG. CO., Philadelphia, Pa... .. 

EVANS’, L. B.. SON COMPANY, Wakefield, Mass. 

FLORSHEIM SHOE COMPANY, Chicago, Ill. 

GILBERT SHOE COMPANY, Thiensville, Wis. 

GOODWILL SHOE CO., Holliston, Mass. 

GREEN SHOE MFG. CO., Boston, Mass. ... 

HEALTH SPOT SHOE SHOPS, INC., Danville, Ill. 

HERMAL SHOE CO., Everett, Mass.. 

MANFIELD & SONS, Philadelphia, Pa. 

NUNN-BUSH SHOE CO., Milwaukee, Wis. 

ROBERTS-HART, INC., Keene, N. H. 

RUTH SHOE COMPANY, Auburn, N. Y. . Pa a Pee 
SCHNEIDER SHOE CO. St. Ueuls, Me. . ... 2... cence ce cne coneweee 
SMITH, J. P., SHOE CO., Chicago, Wf. ...............-..2-0--e. 
WRIGHT, E. T., & CO., INC., Rockland, Mass. 


LEATHER AND OTHER MATERIALS 


ALLIED KID CO., New York, Philadelphia, Boston 

EVANS, JOHN R., & CO., Camden, N. J. 

HUBSCHMAN, B., & SONS, INC., Philadelphia, Pa. 

KIEFER, EDGAR F., TANNING CO., Grand Rapids, Mich... .. 
OHIO LEATHER CO., Girard, O. Pe dbe comaiiupenderr 


MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, Etc. 


ey a ON . eer reer erry eerste PP ee oe 
UNITED LAST COMPANY, Brockton, Mass. 

UNITED SHOE MACHINERY CORP.,. Boston, Mass. 

UNITED STATES RUBBER CO., New York City 

WREN'S SHOE POLISHES 


STORE EQUIPMENT AND ACCESSORIES 


ee yee ee wis Ra Saae ae aave s\abyash eeWeds eb yoo 
DUNDE SHOE RE-SHAPING DEVICES, INC., Los Angeles, Cal. ................... 
TRIMFOOT COMPANY, St. Louis, Mo. 

X-RAY SHOE FITTER, INC., Milwaukee, Wis. . 


MISCELLANEOUS 


BARIS SHOE COMPANY, New York City 

BARES © -CRAGAR, Piledatile, Per 5c ices is arc ce ce ck cefecceda ewes 
CAMITTA SHOE COMPANY, Philadelphia, Pa. 

HOTEL LENNOX, St. Louis, Mo 

KIRSCH-BLACHER CO., INC., New York City 

RUBIN, IRVIN, New York City 

SHU MAT CO., Columbus, O. 


Boot and Shoe Recorder 
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STRIDE-RITE 


SHOE MFG. CO. 


BOSTON 3 
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RIDE-RITE CORRECTIVE 





